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*** It is now 6/18/2008 10:36:28 AM *** 

Welcome to DialogLink - Version 5 
Revolutionize the Way You Work! 



0 N N . 00 

Order Patent and Trademark File Histories Through Dialog 

Thomson File Histories are now available directly through Dialog. Combined with the comprehensive patent and 
trademark information on Dialog, file histories give you the most complete view of a patent or trademark and its 
history in one place. When searching in the following patent and trademark databases, a link to an online order form 
is displayed in your search results, saving you time in obtaining the file histories you need. 

Thomson File Histories are available from the following Dialog databases: 

• CLAIMS/Current Patent Legal Status (File 123) 

• CLAIMS/U.S. Patents (File 340) 

• Chinese Patent Abstracts in English (File 344) 

• Derwent Patents Citation Index (File 342) 

• Derwent World Patents Index (for users in Japan) (File 352) 

• Derwent World Patents Index First View (File 331) 

• Derwent World Patents Index (File 351) 

• Derwent World Patents Index (File 350) 

• Ei EnCompassPat (File 353) 

• European Patents Fulltext (File 348) 

• French Patents (File 371) 

• German Patents Fulltext (File 324) 

• IMS Patent Focus (File 447, 947) 

• INPADOC/Family and Legal Status (File 345) 

• JAPIO - Patent Abstracts of Japan (File 347) 

• LitAlert (File 670) 

• U.S. Patents Fulltext (1971-1975) (File 652) 



• U.S. Patents Fulltext (1976-present) (File 654) 

• WIPO/PCT Patents Fulltext (File 349) 

• TRADEMARKSCAN - U.S. Federal (File 226) 

DialogLink 5 Release Notes 

New features available in the latest release of DialogLink 5 (August 2006) 

• Ability to resize images for easier incorporation into DialogLink Reports 

• New settings allow users to be prompted to save Dialog search sessions in the format of their choice (Microsoft Word, 

RTF, PDF, HTML, or TEXT) 

• Ability to set up Dialog Alerts by Chemical Structures and the addition of Index Chemicus as a structure searchable 

database 

• Support for connections to STN Germany and STN Japan services 

Show Preferences for details 

? Help Log On Msg 

*** ANNOUNCEMENTS *** 

"Thomson File Histories" are now available directly through Dialog 
in selected patent and trademark files. Combined with the 
comprehensive patent and trademark information on Dialog, file 
histories give you the most complete view of a patent or trademark 
and its history in one place. When searching in one of the patent 
and trademark databases, a link to an online order form is displayed 
in your search results, saving you time in obtaining the file 
histories you need. See HELP FILEHIST for more information about 
how to use the link and a list of files that contain the link. 

***The 2008 EMTREE Thesaurus has been added to EMBASE (Files 72, 73, 
772, and 972) *** 



RESUMED UPDATING 



***File 120, U.S. Copyrights 
RELOADS COMPLETED 

***File 156, ToxFile (annual reload) 
FILES REMOVED 

***Files 476/Financial Times & 473/Financial Times Abstracts 
***Files 359,959,804, Chemical Economics Handbook 
***Files 360,960, Specialty Chemicals Update Program 

»>For the latest news about Dialog products, services, content<<< 
>>>and events, please visit What's New from Dialog at <<< 
>>>http: //www. dialog. com/whatsnew/ . You can find news about <<< 
>>>a specific database by entering HELP NEWS <file number>. <<< 

? Help Off Line 

Connecting to William Allen - Dialog - 290617 
Connected to Dialog via SMS002242361 

? ? b 

15, 2 75, 16, 160, 148, 635, 9, 610, 810, 570, 624, 621, 636, 63 4, 20, 476, 35, 583, 65, 2, 474, 256, 475, 99 
>>>Help is not available for B15 

? b 

15, 2 75, 16, 160, 148, 635, 9, 610, 810, 570, 624, 621, 636, 63 4, 20, 476, 35, 583, 65, 2, 474, 256, 475, 99 

>>>W: 476 does not exist 

1 of the specified files is not available 

[File 15] ABI/Inform(R) 1971-2008/Jun 17 

(c) 2008 ProQuest Info&Learning. All rights reserved. 

[File 275] Gale Group Computer DB(TM) 1983-2008/Jun 10 
(c) 2008 The Gale Group. All rights reserved. 

[File 16] Gale Group PROMT(R) 1990-2008/Jun 12 
(c) 2008 The Gale Group. All rights reserved. 

*File 16: Because of updating irregularities, the banner and the update (UD= ) may vary. 



[File 160] Gale Group PROMT(R) 1972-1989 
(c) 1999 The Gale Group. All rights reserved. 

[File 148] Gale Group Trade & Industry DB 1976-2008/May 29 
(c)2008 The Gale Group. All rights reserved. 

*File 148: The CURRENT feature is not working in File 148. See HELP NEWS 148. 

[File 635] Business Dateline(R) 1985-2008/Jun 14 
(c) 2008 ProQuest Info&Learning. All rights reserved. 

[File 9] Business & Industry(R) Jul/1994-2008/Jun 11 
(c) 2008 The Gale Group. All rights reserved. 

[File 610] Business Wire 1999-2008/Jun 18 
(c) 2008 Business Wire. All rights reserved. 

*File 610: File 610 now contains data from 3/99 forward. Archive data (1986-2/99) is available in File 810. 

[File 810] Business Wire 1986-1999/Feb 28 
(c) 1999 Business Wire . All rights reserved. 

[File 570] Gale Group MARS(R) 1984-2008/Jun 12 
(c) 2008 The Gale Group. All rights reserved. 

[File 624] McGraw-Hill Publications 1985-2008/Jun 17 
(c) 2008 McGraw-Hill Co. Inc. All rights reserved. 

*File 624: Homeland Security & Defense and 9 Piatt energy journals added Please see HELP NEWS624 for more 

[File 621] Gale Group New Prod.Annou.(R) 1985-2008/May 29 
(c) 2008 The Gale Group. All rights reserved. 

[File 636] Gale Group Newsletter DB(TM) 1987-2008/Jun 11 
(c) 2008 The Gale Group. All rights reserved. 

[File 634] San Jose Mercury Jun 1985-2008/Jun 14 
(c) 2008 San Jose Mercury News. All rights reserved. 

[File 20] Dialog Global Reporter 1997-2008/Jun 17 
(c) 2008 Dialog. All rights reserved. 

[File 35] Dissertation Abs Online 1861-2008/Nov 
(c) 2008 ProQuest Info&Learning. All rights reserved. 

[File 583] Gale Group Glob alb ase(TM) 1986-2002/Dec 13 

(c) 2002 The Gale Group. All rights reserved. 

*File 583: This file is no longer updating as of 12-13-2002. 

[File 65] Inside Conferences 1993-2008/Jun 17 
(c) 2008 BLDSC all rts. reserv. All rights reserved. 

[File 2] INSPEC 1898-2008/May W3 

(c) 2008 Institution of Electrical Engineers. All rights reserved. 

[File 474] New York Times Abs 1969-2008/Jun 18 
(c) 2008 The New York Times. All rights reserved. 

[File 256] TecInfoSource 82-2008/Jun 

(c) 2008 Info. Sources Inc. All rights reserved. 



[File 475] Wall Street Journal Abs 1973-2008/Jun 18 
(c) 2008 The New York Times. All rights reserved. 

[File 99] Wilson Appl. Sci & Tech Abs 1983-2008/Apr 
(c) 2008 The HW Wilson Co. All rights reserved. 



? s (bulletin-board or message-board or discussion-board or ( (bulletin or message or 
solicitation or discussion) (n3 ) (board or site or page)) or BBS ))( s )( company or corporat? 
or organization or business) and py<2004 

>>>W: Parentheses do not balance 

>>>E: There is no result 



? s (bulletin-board or message-board or discussion-board or ( (bulletin or message or 
solicitation or discussion) (n3) (board or site or page)) or BBS) (s) (company or corporat? 
or organization or business) and py<2004 
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BULLETIN-BOARD 

MESSAGE-BOARD 

DISCUSSION-BOARD 

BULLETIN 

MESSAGE 

SOLICITATION 

DISCUSSION 

BOARD 

SITE 

PAGE 

(((BULLETIN OR MESSAGE) OR SOLICITATION) OR DI SCUSS ION )( 3N )(( BOARD OR 
BBS 

COMPANY 
CORPORAT? 
ORGANIZATION 
BUSINESS 

( ( (BULLETIN-BOARD OR MESSAGE-BOARD) OR DISCUSSION-BOARD) ... OR 



BBS) (S) (( (COMPANY OR CORPORAT?) OR ORGANIZATION) OR BUSINESS) 

92237732 PY<2004 

SI 205576 S (BULLETIN-BOARD OR MESSAGE-BOARD OR DISCUSSION-BOARD OR ((BULLETIN OR 

MESSAGE OR SOLICITATION OR DISCUSSION) (N3) (BOARD OR SITE OR PAGE)) OR BBS) (S) (COMPANY OR 
CORPORAT? OR ORGANIZATION OR BUSINESS) AND PY<2004 



? s si (s) (supplier or vendor or merchant ) (regist? ) and (purchas? or buy? or procur?) 
>>>W: Invalid syntax 



>>>E: There is no result 



? s si ( s )( supplier or vendor or merchant) (s) (regist? ) and (purchas? or buy? or procur?) 
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Processing 

Processing 

Processing 

Processing 

205576 
2696335 
1499810 
673884 
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10043161 
11828274 
1133939 
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OR PROCUR?) 



4 6 



SI 

SUPPLIER 
VENDOR 
MERCHANT 
REGIST? 

S1(S) ((SUPPLIER OR VENDOR) OR MERCHANT) (S) REGIST? 
PURCHAS? 
BUY? 
PROCUR? 

S S1(S) (SUPPLIER OR VENDOR OR MERCHANT) (S) (REGIST?) AND (PURCHAS? OR BUY? 



? rd s2 

S3 37 RD S2 (UNIQUE ITEMS) 



? t s3/medium, k/all 

3/K/l (Item 1 from file: 15) 
ABMnform(R) 

(c) 2008 ProQuest Info&Learning. All rights reserved. 

00899123 95-48515 

How to distinguish dolphins from sharks 

Fenn, David 

Personnel Management v26n8 pp: 32-35 
Aug 1994 

ISSN: 0031-5761 Journal Code: PMA 
Word Count: 2434 



Abstract: 



...is presented of TECassure, a system that was developed by Performance 
Audit Ltd. so that buyers of consultancy services could choose from 
a short list of providers, safe in the knowledge... 



Text: 



...clear need for a more objective approach — one that could inspire both 
confidence in the buyer and a sense of pride in the supplier. The 
TECs, authorising hundreds of consultants every. . . 

...and were keen to solve it. 

I decided to try to develop a system whereby buyers of consultancy 
services could choose from a shortlist of providers, safe in the knowledge 
that . . . 

...remit of investigating the dimensions associated with consultancy 
delivery, and designing a program from which buyers could obtain a 
shortlist of suppliers who matched their specific requirements. 

We started with desk ... training providers and Investors in People 

consultants — key areas of activity for TECs. 

The 'TECassure' supplier register now forms a national 

network of 22 TECs, predominantly in the south-east, and the system is 

serving a catchment area representing some 50 per cent of the British 

business community. The system is networked to provide 

bulletin board communications between participating TECs. 

Over 1,500 consultants have achieved registration, with around 50 

new applicants seeking to join every month and 20 to 30 being. . . 



3/K/2 (Item 2 from file: 15) 
ABMnform(R) 

(c) 2008 ProQuest Info&Learning. All rights reserved. 
00583186 91-57533 

Product Comparison: Database Building Blocks 
Duncan, Judy 

Info World vl3n46 pp: 87-108 
Nov 18, 1991 

ISSN: 0199-6649 Journal Code: IFW 

Word Count: 13056 

Text: 



...outperformed our code, although they had to use a system function 
documented in a separately purchased manual to accomplish this feat. 
This confirms the long-standing claims of Revelation programmers: You... 
card and global index. 

If you want to become an Advanced Revelation guru, you can buy 
supplementary documentation from Revelation Technologies. Score: Good. 

EASE OF LEARNING 

Like all of the products ... line to registered users. The vendor will also 

answer questions over fax, a private electronic bulletin 

board, and CompuServe. There is a free quarterly magazine, extended 

corporate support plans, a 90-day money-back guarantee, and extended 

support hours (6 a.m. . .interfaces, most programmers will still use 

procedural code for reporting and processing. (Or, you can purchase 

a third-party product, such as 2E Software's 2E Report Object for $179.) 

The... free line, fax, and a CompuServe forum. Corporate support plans also 

are available. If you purchase DataFlex directly from the vendor and 

as an evaluation copy, a 30-day money-back ... 1 , 495 (up from $1, 250) and 

$350 (previously $300), respectively. 

You can now also purchase an unlimited run-time kit for single-user 
applications for $1,995 (there is no... 

...can execute with a full FoxPro package or a run-time version. If you've 
purchased the distribution kit, a separate product, you can build a 
stand-alone executable file. (However... 



3/K/3 (Item 3 from file: 15) 
ABMnform(R) 

(c) 2008 ProQuest Info&Learning. All rights reserved. 
00380242 87-39076 

PC Software's Big Three: Giants Nurture, Rely on Aftermarket Firms 

Sullivan, Kristina B. 
Computerworld v21n44 pp: SR31 
Nov 2, 1987 

ISSN: 0010-4841 Journal Code: COW 
Abstract: 

...developers have become critical to Lotus Development Corp.'s strategy 
for staying a top software company. They are part of an aftermarket 
that has grown up around Lotus' 1-2-3... 

...These large companies, to varying degrees, cooperate with the 
third-party developers and encourage the purchase of their products. 



Lotus broadly supports all those registering with the company 

and has issued a mail-order catalog of some 50 third-party aftermarket 

products . Lotus . . . 

...future products. Lotus, however, is fighting 1-2-3 clone makers, 
another type of aftermarket vendor. Ashton-Tate holds an annual 
conference in support of its developer community and has a Developer 
Registry that includes 892 software products and 1,140 dBASE 
consultants. Microsoft's Independent Software Vendors program provides a 
bulletin board service for third-party firms. 



3/K/4 (Item 1 from file: 275) 

Gale Group Computer DB(TM) 

(c) 2008 The Gale Group. All rights reserved. 

02427753 Supplier Number : 64343696 (Use Format 7 Or 9 For FULL TEXT ) 
Biz-To-Biz Buzz 0.(News Briefs) 

Newsbytes , NWSB0023002A 
August 17 , 2000 

Language: English Record Type: Fulltext 
Word Count: 655 Line Count: 00060 



...conduct and manage e-commerce transactions across indirect and direct 
channels, Internet markets and e-procurement systems. The company's 
products will be marketed under the North Systems Inc. brand name... 

...has launched its new B2B portal at http://www.newagebiz.com , which 
features industry news, business and marketing advice, a new product 
listing and review forum, an interactive business discussion 
board and a supplier guide, that the company claims 

has more than 350 wholesalers, manufacturers and distributors. The 
company says that suppliers listed in the guide pay a fee for 
upgraded services such as keyword search listings, bold listings and 
business descriptions, and entrance to the site is limited to New 
Age business owners who register and supply the 
company with demographic data. 

AdhesivesMart.Com Forms IndustryMarts 

AdhesivesMart.com has formed a new company called... 

. . .developing Internet-based marketplaces that enable engineers and 
designers to "guickly and conveniently identify and purchase 
specialty industrial products that meet their specific needs." 
IndustryMarts says it will "create four to five new highly specific 
marketplaces modeled on the success of AdhesivesMart.com, which brings 
together buyers and sellers through the Internet's largest 



searchable database of industrial adhesives." AdhesivesMart started its. 



3/K/5 (Item 1 from file: 16) 

Gale Group PROMT(R) 

(c) 2008 The Gale Group. All rights reserved. 

07424551 Supplier Number: 62200011 (USE FORMAT 7 FOR FULLTEXT) 

Chase Gets Positive.(Company Operations) 
Bank Technology News , v 14 , n 5 , p 33 
May , 2000 

Language: English Record Type: Fulltext 
Document Type: Magazine/Journal ; Trade 
Word Count: 2854 
Supplier Number: (USE FORMAT 7 FOR FULLTEXT) 



Text: 



New York-based Chase Manhattan Bank is preparing to launch a system 
that allows corporate clients to reconcile their checking accounts 
through the Internet. The technology, called the Positive Pay... 

...says Lisa Burghardt, assistant vice president in the Chase Treasury 
Solutions division. Presently, when Chase business customers write 
checks, they send a list of the drafts to the bank. When the... 

...or I ME, which provides two-way online communication. Through I ME , an 

Internet server allows a business to send preexisting communications 

by email, in a secure, "trackable" and "archivable" way, says Mark Pastore, 

vice president of corporate development for Tumbleweed. " I ME is a 

server that catches a data stream and transfers it... 

...Positive Pay builds on IME in that, instead of Chase photocopying and 
faxing checks to corporate clients, it produces an image of the 
check and scans the images into the server... 

...undisclosed Chase client and "is going well," Burghardt says. Long term, 
the bank hopes all corporate customers will adopt the Positive Pay 
software. On the other hand, if a company's Internet capabilities 
are insufficient, it could take time and money to upgrade them. The... 

...its technology. Avivah Litan, research director of payment systems for 
Stamford, CT-based GartnerGroup, says corporate fears about Internet 
security is the only stumbling block to IME. The software is a... 



...They really take messaging to a finer granularity." I ME , he adds, is 
"important to any company that has to be able to go back and audit 
and control how employees use... 

. . .presence, " with each unit using a different core application, such as 

for human resources or corporate treasury, Pastore says. As such, 

the bank wanted a comprehensive platform for electronic messaging. "This... 

...File Delivery in June 1999, also built on IME . One of the first lines of 

business to use the new service was Chase Treasury Solutions, the 

bank's cash and treasury management unit, which offers corporate 

clients the ability to access demand deposit account statements and other 

information from the Internet... 

...the Web with a product called LiquidCredit . The system provides Web site 
visitors with instant purchasing power or other credit through a 
network that connects all parties involved in the application. . . 

...FICO's," and the San Rafael, CA, firm also dominates in providing 

decisions for small-business lending. Now LiquidCredit addresses 

consumers and e-commerce companies' demands for instant decisions on the... 

...a quick and easy credit transaction decision-making tool," says Raffi 

Kassar jian, vice president of business development at Fair, 

ability for businesses to design their own decision criteria. LiquidCredit 

can be used for both business and consumer credit decisions. 

Companies can use LiquidCredit on their own Web sites or they. . . 

...these institutions a hand in their efforts. Founded in 1998, the New 
York-based software vendor enables financial companies to build 
message boards and "hosted chat" sessions into their Web sites... 

...Wells Fargo," he says. Eliopoulos did consulting work for Citibank and 

says its old Web bulletin board-a standard tool for fostering 

a sense of customer togetherness and brand loyalty-was essentially. . . 

. . .brokerage customers simply click on a designated Arena link and are 

transported to a branded message board area where they can 

post messages and read responses from other customers on a variety. . . 

. . .Arena also offers another tool to keep its member financial firms 
competitive-data analysis. The vendor provides information on site 
users' interests, helping institutions refine their marketing strategies. 
To safeguard consumer... 

. . .member companies use customer data, deferring liability for any privacy 
violations to participants. States the company: "Arena does not 
control the privacy policies of member sites, our advertisers and other 
third. . . 



.in lieu of advertising on the site; and, down the road, transaction fees 



from the business Arena generates for its advertisers. It's easy to 
implement the Arena service on a... 

...terms of time, depending on how long it takes for the right people in 

the organization to get things going," he notes. At press time, 

Arena had 17 clients beta testing Internet-only bank, and online brokers At 

The Bell, Firstrade and The Stock Register. The company 

expected to officially launch its product in early April. "There is 

strength in numbers online... 



...of the quarter will introduce software to make cell phones more secure 
for e-commerce. Merchant acquiring banks should welcome the 
technology since their business customers are being walloped by 
credit card fraud on the Internet, and transactions from wireless... 

...but draws on several in Baltimore's wireless product line, Telepathy. 

Combined, they automatically route purchase transactions to a 

directory where the cell phone certificate is stored. Baltimore's approach 

builds on prevailing methods of using digital certificates, where 

certificates are registered within a directory, explains John 

Fallon, director of technical market development with the Dublin-based. . . 

. . .when a secure distribution arrangement ensures that the certificate was 
issued to the intended party. Buying a phone in a store certainly 
doesn't meet that criterion. The fact that the... 

...haven't wanted the bother of installing certificates on their PCs. As 
consumers start to buy cell phones en masse, the certificate 
installation problem will be solved if the cell phone... 

...In contrast, Fallon says, "Baltimore's Telepathy approach introduces 
some commonality in that certificates are registered with a (common) 
directory." Also, Baltimore will work with all phone types, not just GSM... 

...The industry consensus is that at least $1 billion of the $23 billion in 

Internet purchases last year were fraudulent, he says. E-commerce 

via WAP cell phones has moved beyond the test phase. "Consumers are making 

purchases with cell phones all over Europe, in Asia and, to a lesser 

extent, in the U.S." Fallon says. "WAP purchases are low in value, 

but mass market in nature-flowers, cinema tickets, etc." A cautionary... 



3/K/6 (Item 2 from file: 16) 

Gale Group PROMT(R) 

(c) 2008 The Gale Group. All rights reserved. 

07000299 Supplier Number: 59189085 (USE FORMAT 7 FOR FULLTEXT) 



PetQuarters, Inc. Files Form 10-SB to Become Reporting Company Under The Securities Exchange Act of 



1934. 

PR Newswire , p 2639 
Feb 4 , 2000 

Language: English Record Type: Fulltext 
Document Type: Newswire ; Trade 
Word Count: 660 
Supplier Number: (USE FORMAT 7 FOR FULLTEXT) 



Text: 



LONOKE, Ark., Feb. 4 /PRNewswire/ — PetQuarters, Inc. (OTC 

Bulletin Board: PDEN) located at www.petquarters.com, the 

Internet's premier web site catering to pet enthusiasts and the leading 

Internet and catalog-based supplier of pet supplies, treats, and 

accessory products announced today that it has filed its Form 10-SB 

registration with the SEC to become a reporting company under 

the Securities Exchange Act of 1934. Additionally, the Company 

announced that it has met its obligation regarding the payment of principal 

and accrued interest... 



...founded in 1997, caters to the needs of pet owners and enthusiasts 
providing secure, online purchases of thousands of pet supplies and 
accessories including a private label line of products sold. . . 



3/K77 (Item 3 from file: 16) 

Gale Group PROMT(R) 

(c) 2008 The Gale Group. All rights reserved. 

06301433 Supplier Number: 54499021 (USE FORMAT 7 FOR FULLTEXT) 

ENGLER PLAN WOULD CUT TAXES OF TECH COMPANIES. 
LANE, AMY 

Crain's Detroit Business , p 6(1) 
April 26 ,1999 

Language: English Record Type: Fulltext 
Document Type: Magazine/Journal ; Trade 
Word Count: 483 



.technology, office equipment, and supplies and transportation. 
Each session is scheduled to cover how to register as a 



vendor, how state agencies buy goods and services, how to 

access the state of Michigan's and Michigan Department of Transportation's 

bulletin-board system and Web sites, how to bid on Michigan 

Department of Management and Budget and M-DOT construction projects, how 

minority- and woman- owned businesses can become certified to do 

business with M-DOT and how to become an M-DOT prequalified 

construction contractor or consultant... 



3/K/8 (Item 4 from file: 16) 

Gale Group PROMT(R) 

(c) 2008 The Gale Group. All rights reserved. 

06295851 Supplier Number: 54478078 (USE FORMAT 7 FOR FULLTEXT) 

Going, Going, Gone — Auctions Represent a New Way of Doing Business Online, IDC Says. 
PR Newswire , p 3895 
April 27 , 1999 

Language: English Record Type: Fulltext 
Document Type: Newswire ; Trade 
Word Count: 639 



...an infinite number of products and services. Additionally, the Internet 
provides a central platform for buyers and sellers to trade on a 
global basis. "Online auctions have been so successful on... 

...the company to beat in the online auction market. It has more than 2 
million registered users, conducts over $1 billion of gross 
merchandise sales annually, and is closing in on... 

...is Amazon.com, which recently contracted with 117 small businesses to 
run auctions on its site. 

IDC's bulletin, Online Auctions: The New E-Commerce Enabler 
(IDC #B18872), discusses online auctions in great detail... 



3/K79 (Item 5 from file: 16) 

Gale Group PROMT(R) 

(c) 2008 The Gale Group. All rights reserved. 

05022438 Supplier Number: 47374791 (USE FORMAT 7 FOR FULLTEXT) 

AT&T TARGETS SMALL, MEDIUM SIZE FIRMS WITH GOVERNMENT CONTRACT BIDDING 
SERVICE 



Federal Computer Market Report , p 002 
May 12 , 1997 

Language: English Record Type: Fulltext 
Document Type: Magazine/Journal ; Trade 
Word Count: 270 



...same fashion as larger corporations with deeper pockets. 

The EDI-based service includes forms for registering as a 
government supplier, a mailbox on the AT&T value-added network, 
referrals to recommended EDI translation software... 

...customized profile that sorts and filters incoming requests for 
quotations (RFQ) from the Government Bid Board, a public electronic 
bulletin board where suppliers registered to do 

business withthe government can receive and submit RFQs and requests 
for proposals (RFP) put out by... 

. . . UMA) . With UMA, letters, notes, proposals and CAD/CAM graphics can be 

sent along with purchase orders, invoices and other standard 

business forms in the same "envelope" during a single communication... 



3/K/10 (Item 6 from file: 16) 

Gale Group PROMT(R) 

(c) 2008 The Gale Group. All rights reserved. 

03896888 Supplier Number: 45613236 (USE FORMAT 7 FOR FULLTEXT) 

TOSHIBA ANNOUNCES PENTIUM CD-ROM READY SATELLITE PRO NOTEBOOK 
News Release , p N/A 
June 19 , 1995 

Language: English Record Type: Fulltext 
Document Type: Magazine/Journal ; Trade 
Word Count: 1286 
Supplier Number: (USE FORMAT 7 FOR FULLTEXT) 



Text: 



...the floppy drive module. The CD-ROM module and external floppy 

drive case can be purchased separately. Multimedia ready, the 

Satellite Pro 400 Series comes equipped with integrated 16-bit stereo... 



.heights in performance," commented Winkler. "A wide range of customers 



including field professionals and small business and home users, can 
now utilize some of the most sophisticated technology in a lightweight... 
limited warranty for parts and labor, including international coverage in 
23 countries at no cost, registrationrequired . For a modest fee, 
customers may take advantage of other new service programs including an... 
. . .per- week technical assistance through its toll-free number, 
1-800-999-4273, an electronic bulletin board service, a 

CompuServe forum and dealer referrals for authorized service providers. 
About Toshiba America Information Systems, Inc. (TAIS) Based on the market 
share estimates from International Data Corporation (IDC), Toshiba 
is the leading vendor in the U.S. market for portable computers, 
holding 18.7 percent of the total... 

...2 billion, TAIS consists of seven divisions, which manufacture and 

market a wide range of business and information-oriented products in 

the United States. Products include portable computers, disk drives, plain 



...systems, electronic key telephones and PBX systems and toner products. 
TAIS is an independent operating company, owned by Toshiba America, 
Inc., a subsidiaryof the $44.9 billion Toshiba Corporation (the 
world's 20th largest corporation), a world leader in high technology 
products with 134 major consolidated subsidiaries worldwide. Recognized as 



3/K/ll (Item 7 from file: 16) 

Gale Group PROMT(R) 
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Computervision Offers Innovative Services for DesignPostTM Applications 
News Release , p N/A 
May 18 , 1995 

Language: English Record Type: Fulltext 
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Word Count: 784 
Supplier Number: (USE FORMAT 7 FOR FULLTEXT) 



Text: 



. . .Applications BEDFORD, MA, May 18, 1995 — A broad range of customer 
support services for Computervision Corporation's (NYSE:CVN) 
recently announced DesignPost design automation solutions was announced 
today by Computervision Servicesr... 



...and download software files using this full suite of support 
productivity tools. In addition, the company announced that the 
first level of support services, called SupportPost Standard Service, would 
be available . . . 

. . .by interrupting a DesignPost session to obtain technical assistance, a 

customer can access the DesignPost Bulletin Board System ( 

BBS) for help by simply clicking on the "on-line services" icon. 

Technical experts are also available for assistance by calling a toll-free 

telephone number. "Our objective as a service organization is to 

meet our customers' evolving needs for flexible, high-quality, effective 

support and to . . . 

...responds to that market need." SupportPost Services provide customers 
with direct connection to the DesignPost BBS which can be accessed 
via terminal emulator from within a DesignPost session or independently of 
DesignPost, 24 hours a day, seven days a week. The DesignPost BBS 
enables customers to electronically transmit service problem reports and 
enhancement requests. It also provides access... 

. . . Computervision Sales, Authorized Distributors and Value-Added Resellers 
(VARs) . Customer education courses can be also purchased through 
these channels or from Authorized Training Providers (ATPs). 

Company 

Background Computervision Corporation is a leading international 

supplier of desktop and enterprise-wide product development software 

and services. For more than 25 years, the company's product and 

process data management (PDM) and design automation (CAE/CAD/CAM) software 

solutions . . . 

...SupportPost Standard Customers receive SupportPost Standard service at 

no charge. It is available simply by registering the software with 

Computervision via the DesignPost Bulletin Board System. 

SupportPost Standard service provides the following: o 60-day product 

installation assistance by telephone access to the DesignPost BBS 

(24 hours a day, seven days a week) o Express-Answer Line (FAXback and 

Frequently . . . 

...o two authorized contacts per site o maintenance releases o access to 
Knowledge Database (KDB) Bulletin Board which includes a 
Problem/Solutions Database and technical Application Notes SupportPost 
Preferred SupportPost Preferred is... 

...o usage assessment reports o scheduled account reviews o four authorized 
contacts o ability to purchase additional contacts annually Incident 
Packs Customers may also purchase "just-in-time" Incident Packs 
which provide service via phone support. Incident Packs are: o... 

...occasional support o available via credit card using toll-free number or 
included with product purchase. 
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. . .has radically improved data analysis, continues to help senior 
management make better decisions in key business areas, and gives us 
an edge in the marketplace." Using MicroStrategy ' s decision support 
analysis . . . 

. . .warehouse, 140 users — including merchandising analysts, senior 
management and IS staff — are able to perform vendor analysis on 
product lines, monitor inventory levels, and track customer purchase 
behavior over any given location or period of time. For instance, users can 
answer all . . . 

...to meet demand for an upcoming promotion?" "Which top-selling items did 
the professional customer purchase in any given store yesterday or 
last week?" Answers to these business questions provide users with 
greater insight into product sales, vendor performance, inventory 
management, and customer buying habits. "The MicroStrategy decision 
support solution has provided our users with a flexible, easy-to... 

...reports to find the answers they need. Instead, they have the ability to 
perform sophisticated business analyses whenever they need it. The 
majority of our reports can be generated in less... 

...regional promotions, looking at the success of certain seasonal items, 

or seeing how well the company is performing compared to plan, it's 

all just a keystroke away," concluded Boedeker . "MicroStrategy ' s products 

will enable us to pay close attention to the buyer-seller 

relationship well into the year 2000." About Payless Cashways Payless 

Cashways, Inc. is a... 

. . . remodelers, residential and commercial contractors, property management 
and industrial firms, and project-oriented consumers. The Company 
currently operates 159 building materials stores in 19 states located in 
the Midwestern, Southwestern, Pacific... 



.Knox Lumber, and Contractor Supply. MicroStrategy, DSS Suite, and DSS 



Agent are either trademarks or registered trademarks of 

MicroStrategy Incorporated in the United States and certain other 

countries. Other product and company names mentioned herein may be 

the trademarks of their respective owners. This press release includes... 

...statements. Factors that could cause or contribute to such differences 
include continued acceptance of the Company's products in the 
marketplace, the timing of significant orders, delays in the Company 
's ability to develop or ship new products, market acceptance of new 
products, competitive factors, general economic conditions, currency 
fluctuations, and other risks detailed in the Company's 
registration statements and periodic reports filed with the 
Securities and Exchange Commission. By making these forward-looking 
statements, the Company undertakes no obligation to update these 
statements for revisions or changes after the date of... 
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. . .One encouraging example in a barrage of alarming accounts was the 
improvement in United Nations procurement, he noted. That 

improvement should spread throughout the United Nations organizations. The 
representative of Norway... 

...of the main General Assembly session. Many States expressed concern 
about persistent deficiencies in the procurement process, and about 
the qualification of the Auditors' reports for three agencies. The 
representatives of... 



The JIU recommendation that good practices be included in reports would 
be particularly useful in procurement, communications, software 



application and staff training, according to the report, although the ACABQ 
cautions that . . . 

...level. The Hague-based Tribunal consists of Chambers, the Office of the 
Prosecutor, and the Registry. The Chamber is the judicial organ of 
the Tribunal and conducts the trial and determination. . . 

. . .million, requested for 1999 largely reflects administrative changes that 
have moved support staff to the Registry. The Office of the 
Prosecutor's Prosecution Division has been restructured to meet the 
increase . . . 

. . .million gross, and they are broken down by title and classification in 
the report. The Registry is responsible for the Tribunal's 
administration. It requests about $24 million; an increase of... 

...42 for the Office of the Prosecutor — 35 less than requested — and 101 
for the Registry — 14 less than requested) , and makes 
recommendations on where approved posts should be deployed. It... 

...generally concurs with the Office's recommendations, subject to further 
review of personnel matters, the Registrar has stated that its 
conclusions are biased against his Office. Problems were identified in a 
number of areas, including security of Tribunal personnel, witnesses and 
documents; procurement and recruitment processes; asset management; 
defence counsel management; and press and public affairs, according to... 

...report states. The Oversight Office discovered private financial 
arrangements between two defence attorneys and the Registrar's legal 
adviser, who handled reimbursement papers. Further, attorneys selected for 
defence were not required. . . 

...in the amount of $157,500 owing to lower requirements in the Chambers 
and the Registry. Contractual services increased by $697,300, due 
largely to costs for legal defence counsel for... 

...review of the management and organizational structure of each organ of 
the Tribunal, especially the Registry and the Office of the 
Prosecutor, the ACABQ writes. The Secretary-General should convene a... 
delay. One encouraging example in barrage of alarming accounts was the 
improvement in United Nations procurement, he said. That had been 
noted and should spread throughout the organizations. In the last... 

...reports, the United States had supported the introduction of performance 

measures for consultants and for procurement, he said. The findings 

in the current report endorsed that. The United Nations system would... 

...such a transgression would not be repeated. Similarly, the example of 
the UNHCR branch office purchasing 7 vehicles, contrary to 

instructions to rent them, without a competitive process was of concern... 
...United Nations' financial rules of the guidelines for internal control 



standards approved by the International Organization of Supreme 

Audit Institutions. His delegation was surprised and disappointed that the 

ACABQ had recommended. . . 

...and closely monitor the completion of outstanding tasks in all missions 
in liguidation. Turning to procurement, he said the Board had found 
a number of deficiencies in the planning and awarding. . . 

...wherever possible. The UNRWA should refine its procedures for selecting 
and awarding contracts, update its vendor register in a 

timely manner and closely supervise its contracts. Consultants were often 
used to handle . . . 

...and he supported the ACABQ ' s recommendations in that regard. Fraud not 
only harmed the Organization, but harmed its prestige as well, he 
said. He supported taking the strongest measures possible... 
...peacekeeping operations, he noted the Secretary-General's comments on 
the acute cash shortage. The Organization's debt to troop- and 
equipment-contributing States was at an unacceptably high level. He thanked 
the Board for its contributions to strengthening procurement 
processes and enhancing transparency, competitiveness and fairness. The 
effectiveness of efforts to reform procurement should be evaluated 
during the next cycle, as the ACABQ recommended. He said the awarding. . . 

...Prompt and positive responses were needed by the various organizations. 
The United Nations must address procurement in a fair manner, she 
said. Further efforts were needed to increase procurement from 
developing countries. Maintenance projects should be planned in advance to 
allow adequate time to... 

...decentralizing authority and responsibility. However, there was still a 
long way to go before the Organization could, without concern, 
delegate authority to programme managers. A culture of full compliance with 
rules . . . 

...slowly, or only partially, was a matter of grave concern. Serious and 

persistent irregularities in procurement had been identified, he 
said. There were serious irregularities in the purchasing practices 
of the United Nations Joint Staff Pension Fund. The Board had also 
identified problems... 

...s recommendations, as well as the findings of the ACABQ. It attached 
great priority to procurement reform and was concerned at continuing 
improprieties in procurement contracts, despite recommendations to 
address those. Other concerns were poor contract management, the improper 
use . . . 

...lack of adherence to rules and procedures, and looked forward to a 
horizontal audit of procurement. His delegation did not concur with 
the Board's proposal that provisions should be made... 
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...browser. Embedded links to technical support, printer driver and 
firmware update databases and online product registration on the 
Lexmark Web Site make maintenance easy. The links can be customized to 
point to customers or reseller intranet sites or online purchasing 
systems. The MarkNet Pro home page also includes a Java applet that 
displays status information... 

...or the CompuServe forum "Go Lexmark." Lexmark International, Inc. is a 
global developer, manufacturer and supplier of printer solutions and 
products, including laser, inkjet and dot matrix printers and associated 
consumable supplies for the office and home markets. The company is 
a wholly owned subsidiary of Lexmark International Group, Inc. (NYSE: LXK) . 
Lexmark, which had... 

...Internet. Customers may also call 1-800-LEXMARK (1-800-539-6275), use 
the Lexmark bulletin board service at (606) 232-5238 or the 
CompuServe forum "Go Lexmark." *M2 COMMUNICATIONS DISCLAIMS ALL... 
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SAN FRANCISCO — Adobe Systems Inc. will charge for technical support 

beginning February 14, the vendor announced at Macworld Expo last 

week. The Adobe Support Credit plan calls for users to receive certificates 

for one free support incident when they buy or upgrade products. 

Registered users will receive one credit per product, with a maximum 

of three. Users can buy an additional support credit for $25, five 

for $100, or 10 for $175, which includes... 

. . .plan will reduce gueue times and encourage users to use other resources, 
such as the company's fax service, automated voice system, 
BBS, and CompuServe forum. Adobe will continue its $2-per-minute 900 
number . 
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...simply call 800/234-4750 to order The Claris Card (major credit cards, 
checks and purchase orders accepted) . A PIN (Personal 
Identification Number) is given to the user for immediate access... 

...representative. Users can "refresh" their Claris Card after using the 
initial balance of minutes by purchasing additional minutes or by 
upgrading to another Claris service such as Advantage Support service, a. . . 

...telephone access to Claris technical support. 

New Techlnfo products 

Beginning October 1, 1994, users may purchase Claris 
Corporation's Techlnfo CD and Techlnfo Journal on a subscription basis. 



Claris Techlnfo CD... 
...AppleLink Icon (Third Parties) 
Claris Bulletin Board (408/9 8 7-7421) 

Claris Corp., a leading worldwide vendor of Macintosh and 
Windows software for business, government, education and home, is a 
subsidiary of Apple Computer Inc., headquartered in Santa Clara. 

Note To Editors: Claris is a registered trademark of Claris 
Corp. AppleLink and Macintosh are registered trademarks of Apple 
Computer. America Online is a trademark of America Online Inc. 
CompuServe is . . . 
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photo omitted 

Independent supplier Unapix Entertainment has acquired the Web site 
HorrorMovies.com (www.horrormovies.com) to help strengthen the 
company's promotion of its theatrical, video and DVD releases on 
the Internet. HorrorMovies.com reports an average of 500,000 hits per 
month and 700 registered members. Among the features on the site 
are links to 540 related sites, celebrity interviews and a monitored 
message board. HorrorMovies.com joins five other Web sites 
currently operated by Unapix Direct Media, including The... 
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...conduct and manage e-commerce transactions across indirect and direct 
channels, Internet markets and e-procurement systems. The company's 
products will be marketed under the North Systems Inc. brand name... has 
launched its new B2B portal at http://www.newagebiz.com , which features 
industry news, business and marketing advice, a new product listing 
and review forum, an interactive business discussion 
board and a supplier guide, that the company claims 
has more than 350 wholesalers, manufacturers and distributors. The 
company says that suppliers listed in the guide pay a fee for 
upgraded services such as keyword search listings, bold listings and 
business descriptions, and entrance to the site is limited to New 
Age business owners who register and supply the 
company with demographic data. 

AdhesivesMart.Com Forms IndustryMarts 

AdhesivesMart.com has formed a new company called and designers to 
"quickly and conveniently identify and purchase specialty industrial 
products that meet their specific needs." IndustryMarts says it will 
"create four to five new highly specific marketplaces modeled on the 
success of AdhesivesMart.com, which brings together buyers and 
sellers through the Internet's largest searchable database of industrial 
adhesives." AdhesivesMart started its... 
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New York-based Chase Manhattan Bank is preparing to launch a system that 
allows corporate clients to reconcile their checking accounts 
through the Internet. The technology, called the Positive Pay... 

...says Lisa Burghardt, assistant vice president in the Chase Treasury 

Solutions division. Presently, when Chase business customers write 

checks, they send a list of the drafts to the bank. When the... or I ME , 

which provides two-way online communication. Through I ME , an Internet 

server allows a business to send preexisting communications by 

email, in a secure, "trackable" and "archivable" way, says Mark Pastore, 

vice president of corporate development for Tumbleweed. " I ME is a 

server that catches a data stream and transfers it ... Positive Pay builds on 

I ME in that, instead of Chase photocopying and faxing checks to 

corporate clients, it produces an image of the check and scans the 

images into the server ... undisclosed Chase client and "is going well," 

Burghardt says. Long term, the bank hopes all corporate customers 

will adopt the Positive Pay software. On the other hand, if a 

company's Internet capabilities are insufficient, it could take time 

and money to upgrade them. The... 

...its technology. Avivah Litan, research director of payment systems for 
Stamford, CT-based GartnerGroup, says corporate fears about Internet 
security is the only stumbling block to IME . The software is a . . . They 
really take messaging to a finer granularity." IME, he adds, is "important 
to any company that has to be able to go back and audit and control 
how employees use ... presence, " with each unit using a different core 
application, such as for human resources or corporate treasury, 
Pastore says. As such, the bank wanted a comprehensive platform for 
electronic messaging. "This... 

...File Delivery in June 1999, also built on IME. One of the first lines of 

business to use the new service was Chase Treasury Solutions, the 

bank's cash and treasury management unit, which offers corporate 

clients the ability to access demand deposit account statements and other 

information ...the Web with a product called LiquidCredit . The system 

provides Web site visitors with instant purchasing power or other 

credit through a network that connects ...FICO's," and the San Rafael, CA, 

firm also dominates in providing decisions for small-business 

lending. Now LiquidCredit addresses consumers and e-commerce companies' 

demands for instant decisions on the... 



...a quick and easy credit transaction decision-making tool," says Raffi 
Kassar jian, vice president of business development at Fair, 

ability for businesses to design their own decision criteria. LiquidCredit 
can be used for both business and consumer credit decisions. 
Companies can use LiquidCredit on their own Web sites or they... these 
institutions a hand in their efforts. Founded in 1998, the New York-based 
software vendor enables financial companies to build message boards 
and "hosted chat" sessions into their Web sites ... Wells Fargo," he says. 
Eliopoulos did consulting work for Citibank and says its old Web 
bulletin board-a standard tool for fostering a sense of 

customer togetherness ...brokerage customers simply click on a designated 
Arena link and are transported to a branded message board 

area where . . .Arena also offers another tool to keep its member financial 
firms competitive-data analysis. The vendor provides information on 
site users' interests, helping institutions refine their marketing 
strategies. To safeguard consumer customer data, deferring liability for 
any privacy violations to participants. States the company: "Arena 
does not control the privacy policies of member sites, our advertisers and 
other third... in lieu of advertising on the site; and, down the road, 
transaction fees from the business Arena generates for its 
advertisers. It's easy to implement the Arena service on a... 

...terms of time, depending on how long it takes for the right people in 

the organization to get things going," he notes. At press time, 

Arena had 17 clients beta testing Internet-only bank, and online brokers At 

The Bell, Firstrade and The Stock Register. The company 

expected to officially launch its product in early April. "There is 

strength in numbers online... 

...of the quarter will introduce software to make cell phones more secure 
for e-commerce. Merchant acquiring banks should welcome the 
technology since their business customers are being walloped by 
credit card fraud ...but draws on several in Baltimore's wireless product 
line, Telepathy. Combined, they automatically route purchase 
transactions to a directory where the ...stored. Baltimore's approach 
builds on prevailing methods of using digital certificates, where 
certificates are registered within a directory, explains John 
Fallon, director of technical market development with the Dublin-based. . . 
when a secure distribution arrangement ensures that the certificate was 
issued to the intended party. Buying a phone in a store certainly 
doesn't meet that criterion. The fact that the of installing certificates 
on their PCs. As consumers start to buy cell phones en masse, the 
certificate installation problem will be solved if the cell phone... In 
contrast, Fallon says, "Baltimore's Telepathy approach introduces some 
commonality in that certificates are registered with a (common) 
directory." ...The industry consensus is that at least $1 billion of the 
$23 billion in Internet purchases last year were fraudulent, he 
says. E-commerce via WAP cell phones has moved beyond the test phase. 
"Consumers are making purchases with cell phones all over Europe, in 
Asia and, to a lesser extent, in the U.S." Fallon says. "WAP 
purchases are low in value, but mass market in nature-flowers, 



cinema tickets, etc." A cautionary. 
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...information superhighway to market to, and communicate with, our private 
and public sector clients. 

Bid/Procurement Information: Currently the CBD is available on 
line through several sources including the popular COMPUSERVE... 

...services can be very costly. 

In addition, you can access the CBD on line by purchasing 
software from a variety of companies who will allow you to use their 
corporate on . . . 

. . .mail request to the contracting person at their government internet 
address . 

Agency Bulletin Boards and Vendor Registration 
Databases: SBA On-Line (1-800 -859-INFO) is a Bulletin Board 
for small business development publications, programs and services 
via modem. Part of this data is a listing of all government Bulletin 
Boards. Most agencies have at least one bulletin board as a 
source of agency-specific information concerning small business 
development and doing business with that particular agency. The 
first time that a company or an individual logs on to a 
bulletin board certain information about their company 

or affiliation must be provided to allow access. This information usually 
includes name, address, telephone... 

...Supposedly the government refers to these listings in search of small, 
minority-, and woman-owned business sources. 

VANs: Value Added Networks, known as VANs, are marketing and sales 
tools that will . . . 
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CORPORATE PARTICIPANT: Hello. Welcome to the Drexler Technology 
Corporation Presentation at the AeA Classic San Diego. We are also 
webcasting this session. So, I... 

. . .within our form 10-K, so those can be referred to as necessary. Drexler 
Technology Corporation shows five years of profitability since FY 
'99 to FY '03. '03 revenues were 26 .. .permanent resident cards for 
non-citizens, biometric visas, and border crossing cards, digital motor 
vehicle registration cards, digital healthcare record cards, and 
digital citizen benefits and services cards. The current cards ... which has 
now been implemented on the Southern Border. Drexler Technology has become 
the worldwide supplier — a worldwide supplier of digital 

multi-biometric ID cards with shipments to-date of over 21m optical laser 



...cards for Canada, 200,000 Italian citizens national ID — CIE cards, 

0.25m motor vehicle registration cards for India, and we begun 

initial shipments of cards to Middle eastern country for... cards for both 

the countries at this point, both the U.S. and Canada have 

purchased and they are implementing optical card reader systems at 

border crossing points on the Northern... 

. . .personal data on to the cards in the field by the cities and our 
Italian supplier there has estimated that CIE card orders will 
total 1.1m cards for fiscal '04... 

...to that with lower cost hardware which will help in those areas. The 
Indian vehicle registration cards are shown here in this picture 
which started in Gujarat State and more recently. . . 

...we completed all the ICs configurations of (Mayf air ) I-code technologies 

as well as (inaudible) Corporation's home proprietary types of 

chips. Some card types can be read up to 3... program led to and RFP for 



1000 optical card read/write drives along with our BBS software. 
And we recently in October received a purchase order calling for 
delivery of all 1000 units by December 31 this year. So this... 
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...took in the second quarter boast strength in our long term strategic 
focus of our company and improved our financial strength and 
flexibility. On Monday we completed the divestiture of Patient... 

...administrative side of healthcare provided the greatest long-term 
opportunity for the growth of our Company and we are now more 
sharply focused on this market segment. In the press release... 

...in which to expand (our offering) . This is the idea long term 

structure for our company. A structure through which we can 

capitalize on marketplace opportunities and further grow revenue. Also... 

...our earnings and cash flow. Our sales momentum continued in the second 
quarter with new business sold up substantially year-over-year. In 
our Physician Services decision our sales organization continued 
their strong execution. New business sold in the second quarter was 
125% higher than in the second quarter last year and represented one of 
high highest sales quarters in past two years. New business sold in 
first half of 2003 was 77% higher than new business sold in the 
prior year period. We project another strong quarter of sales activity in 



...compliant with October deadline for standard transaction set on the 
(hipa) . While hospitals delayed these purchases we expect these 
sales to close later this year. In the application software division 
during. . . 

...as well to take advantage of these market opportunities. We are 
currently vested few or vendor of choice in several deals. Demand 



for market leading Resourcel family of scheduling products continue... 

. . .based practice management system allows us to combine front office 
functionality such as scheduling and registration with our market 
leading account receivable management services for physician groups in the 
office setting. .. cycle and improving administrative ef f icienciesf or 
hospitals. Over last two yearsv the growth in e-Health 

business has 

been driven primarily from value-added solutions and services we provide 
to hospitals. We... 

. . .better our leverage of solutions but also provided organizational 
structure, through which (to broaden the company offering to 
hospitals) . There is a very large market opportunity for products and 
services that . . . 

. . . beenclassif ied as discontinued operations for all periods in earnings 
release this morning. Including the Patientl business during second 
quarter which was a negative two cents per share fully diluted earnings 
per . . . 

...between nine and 12 cents. In the Physicians Service division, 
excluding the physicians practice management business, revenue was 
$61.3 million in the quarter as compared to a $58.6 million... 

...increased approximately 5% on a year-over-year basis and wasup 
sequentially 4%. Withone more business day in the second quarter 
over the first quarter of 2003. In e-Health Solutions division including 
the physician practice management business, revenue for the second 
quarter was $17.5 million as compared to $17.1 million... 

...client was part of the transition of 1998 sale of our hospital bad debt 

collection business. Excluding the impact of this customer and 

excluding the physician practice management business which 

experienced a year-over-year revenue decline due to conversion effort, 

revenue growth in. . . 

...the second quarter of 2002. As discussed last quarter customers of the 

ASP base physicians business practice management solution are 

converted on to a new platform. Cost incurred in the second use of 

cash (for later) semi-annual interest payments on the company's 

long-term debt. For accounts receivable or days of sales outstanding were 

in line . . . 

...was in line with our expectations. At the time of Lloyd's attempted 
(resigeance) the Company immediately obtained new one year ENO and 
DNO policies. As the carriers were unable to... 

...diligence process pricing for the new insurance coverage was above 
market rates. As anticipated the Company signed new policies as of 
June 2003 with annual premiums at a significant savings to our previous 
policies. These savings were factors into the guidance previously issued 



by the Company. Expenses incurred associated with large matter 
going forward are expected to be litigation cost to pursue a 
company claims against Lloyd's. The Court in California ordered the 
case to non binding mediation... 

...prior year period. Sale of Patientl closed on Monday. For the full year 
2002 this business generated revenue of $25.9 million and had net 
income of $185,000. In 2003 the Patientl business generated a net 
loss of two cents per share in each of the first and. . . 

...of the closing balance sheet. As we stated in our press release this 
morning the Company will use the proceeds from this transaction to 
retire a portion of the 9.5... 

...of five to 6% which will yield significant income and cash flow 
accretion for the Company. PHILL PEAD: Thank you Chris. As stated 
earlier we have raised our full year 2003... flow even though you 
refinancing you may have the ability to continue de-leveraging the 
company going forward. CHRIS PERKINS: (Yes Sandy that's correct. 
Our participating new debt will be flexible such that we will be able to 
continue to deleverage our business based on the cash flow we 
generate so there is not any situation that there... 
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...14, 2003 — Derma Sciences, Inc. (OTC Bulletin Board: DSCI.OB), a 
manufacturer and full line supplier of wound and skin care 
products, today announced that its wound care manufacturing subsidiary, 
Dumex. . . 



...2000, ISO 13485:1996 and EN46001 : 1996 certification for quality system 
management by SGS, a registrar based in the United Kingdom. 

Edward J. Quilty, President and CEO of Derma Sciences, commented. . . 



...team, continuous improvement process, and vigorous employees training. 
It covers all aspect of operations including purchasing, contract 
review, manufacturing, sterilization, product design, product development, 
and distribution. 

"To achieve 100 % customer satisfaction... 
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...EMC (NYSE : EMC ) , Network Appliance (NASDAQ : NT AP) , and Sun Microsystems 
(NASDAQ : SUNW) among others. The company distinguishes itself in the 
marketplace via the superior cost /performance ratio of its high-quality, 
fault-tolerant products. Trademarks mentioned herein may be trademarks 
and/or registered trademarks of their respective companies. For 
more information, point your Web browser to www . storageengine . . . 

...to vary materially include, but are not limited to: component quality 
and availability, changes in business conditions, changes in 
Storage Engine's sales strategy and product development plans, changes in 
the. . . 

...Engine's open systems products, delays in the development of new 

technology, changes in customer buying patterns, one-time events 

and other important factors disclosed previously and from time-to-time... 
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. . .Royce Motor Cars and latterly Divisional Managing Director of Cosworth 
Racing. Stuart Mollekin left the Board to join Direct Message 
as Group Finance Director and Company Secretary from the date of the 
demerger. We wish him well and thank him for... 

...Welch, previously the Operational Finance Director of L.Gardner has 

become Group Finance Director and Company Secretary. Andrew Fox, who 

was the Group Operations Director left the Board of L . Gardner ... Taxation UK 

corporation (134) (134) (924) (4,062) tax paid Capital expenditure and 

financial investment Purchase of (1,898) (1,898) (1,964) (4,572) tan 

Purchase of (1,274) (1,274) (75,838) (40,731) subsidiary 

undertakings and other acquisitions Disposals... 
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...2001 08:03 r f bc-CA-Adaptec-Form-1 0 (MILPITAS) Adaptec Announces Form 
10 Registration Statement for Roxio Spin Declared Effective by SEC 
SFTU035 05/01/2001 08:04 r... 

. . .bc-CA-Oracle-Evans-Data (REDWOOD SHORES) Evans Data Survey Shows Oracle 
as Primary Database Vendor for Developers SFTU096 05/01/2001 08:04 r 
f bc-CA-Oracle-CIOs (REDWOOD... 



...01/2001 08:07 r f bc-CA-GlobeXplorer-site (WALNUT CREEK) GlobeXplorer 
Unveils New Corporate Website to Highlight Growing Uses Of Aerial 
Imagery SFTU072 05/01/2001 08:07 r... 

. . .CA-siteROCK-Irwin (EMERYVILLE) Irwin Home Equity Selects siteROCK to 
Monitor, Measure, and Manage Its Corporate IT Infrastructure SFTU023 
05/01/2001 08:08 r f bc-CA-Buzzsaw-DPR (SAN... 

...2001 09:00 r f bc-CA-Oracle-CRM-9 0-Days (REDWOOD SHORES) Live E- 
Business Network Chat to Feature Oracle's Newly Unveiled Global CRM 
In 90 Days SFTU043 05. . . 

...05/01/2001 09:00 r f bc-CA-Openwave-Award (REDWOOD CITY) Openwave Named 
'Company of the Year' SFTU052 05/01/2001 09: ... 

bc-CA-Quova-Sr-VP-Corp (REDWOOD CITY) Quova Names Kevin Wandryk Senior VP 
of Corporate Development SFTU010 05/01/2001 09:02 r a 
bc-CA-AmericanAcadOpht (SAN FRANCISCO) Spanish... 

...ICG Commerce and Noosh Form Strategic Alliance to Accelerate 
Availability of Leading-Edge E-Print Procurement Solutions SFTU080 
05/01/2001 09:06 r f bc-CA-Noosh-V34-Purchase (PALO ALTO) Noosh 
Announces Noosh V34 With New Purchasing Functionality SFTU099 
05/01/2001 09:08 r f bc-CA-SGI-elects (MOUNTAIN VIEW... 

...SAN FRANCISCO) OpenDesign, Inc. Broadens Executive Team With VP of 
Marketing and Senior Director of Business Development LATU052 
05/01/2001 11:01 r n bc-CA-Pac . -Palisades-Fth (SAN... 

...f bc-CA-Bridge-Bank-of-Sil (SANTA CLARA) Bridge Bank of Silicon Valley 
(In Organization) Names Natalie E. Taaffe Senior Vice President for 
Construction Lending SFTU067 05/01/2001 12:30 r f bc-CA-LiquidAud-restruc 
(REDWOOD CITY) Liquid Audio Announces Corporate Restructuring 
CGTU055 05/01/2001 12:32 r f bc-CA-NUASIS-persl (SAN JOSE) NUASIS 
Corporation Names Carl Schoeneberger Chief Operations Officer 
SFTU105 05/01/2001 12:35 r f bc-CA-Sybase-e-Business (EMERYVILLE) 
Sybase e-Business Leadership: Sybase Database: The Silent Engine 
That Powers e-Business SFTU103 05/01/2001 12:41 r f 
bc-CA-RS-Investmnt-name (SAN FRANCISCO... 



3/K/27 (Item 7 from file: 20) 

Dialog Global Reporter 

(c) 2008 Dialog. All rights reserved. 

12451828 (USE FORMAT 7 OR 9 FOR FULLTEXT) 

Biz-To-Biz Buzz 



NEWSBYTES 
August 17, 2000 



Journal Code: FNEW Language: English Record Type: FULLTEXT 
Word Count: 604 

(USE FORMAT 7 OR 9 FOR FULLTEXT) 



...conduct and manage e-commerce transactions across indirect and direct 
channels, Internet markets and e-procurement systems. The company's 
products will be marketed under the North Systems Inc. brand name... 

...advice, a new product listing and review forum, an interactive business 
discussion board and a supplier guide, that the 

company 

claims has more than 350 wholesalers, manufacturers and distributors. The 
company says that suppliers listed in the guide pay a fee for 
upgraded services such as keyword search listings, bold listings and 
business descriptions, and entrance to the site is limited to New 
Age business owners who register and supply the 
company with demographic data. 

AdhesivesMart.Com Forms IndustryMarts 

AdhesivesMart.com has formed a new company called... 

...developing Internet-based marketplaces that enable engineers and 

designers to "quickly and conveniently identify and purchase 

specialty industrial products that meet their specific needs." 

IndustryMarts says it will "create four to five new highly specific 

marketplaces modeled on the success of AdhesivesMart.com, which brings 

together buyers and sellers through the Internet's largest 

searchable database of industrial adhesives." AdhesivesMart started its... 
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...capital expenditure and financial (743) (1,346) (2,030) investment 
activities Acquisitions & Disposals 



(2,277) - - Purchase of business 

Equity dividends (495) (453) (700) paid 
cash outflow (2,853) (2,269... 



Net 



...exceptional credit in the prior year comparative is in respect of 
litigation against a former supplier of computer systems. 4. The 
Board is declaring an interim dividend of 2 . Op per share payable on 3rd 
July 2000 to shareholders on the register on 9th June 2000. 

5. Earnings per share are based on the weighted average of... 
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...officer of World InterNetWorks, Inc. (OIC Bulletin Board: WINW) , 
announced today the launch of the company's "B2C" product, a special 
web site package designed to provide a hassle-free Internet... 

. . .more, including the following: — lOOMg e-commerce-enabled web site or 
more than 100 pages — registration of your company's own 
unique domain name (www address) subject to availability — merchant 
account for real-time processing of credit card transactions — 
professionally designed web site with graphics... 

...in the Wiworks "Main Street Plaza" and local search directory — 
custom-designed banner for each business to create additional 
on-line opportunities — vacation certificates to be used for seasonal 
specials or . . . 



...filings with the Securities and Exchange Commission. This news release 
is not a solicitation to buy or sell securities, and it does not 
purport to be a complete analysis of the... 
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...Investor Protection Corporation (SIPC) — The Municipal Securities 
Rulemaking Board (MSRB) — The Securities Industry Association (SIA) — 
Registered in all 50 states, the District of Columbia, and Puerto 
Rico — SEC Registered Investment Advisor In recent company 
developments, Watchout ! Inc. announced: * They have acquired a major 
ownership. . . 

...that they have signed a binding contract to acquire MJAC, Inc., a 
Baltimore based Telecommunications Company. This acquisition 
continues WatchOut' s! movement into the high-tech Broadband 
Telecommunications Industry. MJAC Inc.. 

...in WirelessON.com. WirelessON is a pioneer in bi-directional wireless 
T-l systems. The Company has secured access to tier one backbone 
fiber across Canada from a leading fiber supplier on a scalable 
basis along with strategic real estate access. WirelessON sets up a POP 
(point of presence) at strategic locations within key business 
districts and provides T-l and higher data lines at a fraction of the 
Telco's cost to office buildings that are not connected by fiber. The 
company plans to roll out nationally and provide, at T-l speeds, a 
VPN across Canada. . . 

...this press release constitute an offer to sell or a solicitation of an 
offer to buy the securities of the Company described in this press 
release in which such offer, solicitation. . . 
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. . .bc-CA-ConneXus-*CD (PHILADELPHIA) New Interactive Service Allows San 
Francisco Consumers To Name (And Buy) That Tune SFM113 03/27/2000 
09:06 r f bc-CA-E*OFFERING-Onvia (SAN FRANCISCO) E*OFFERING Initiates 
Coverage on Onvia.com, Inc. (ONVI) With a Strong Buy Rating SFM121 
03/27/2000 09:06 r v bc-Dreyer 1 s-Jef f-Gordon (SAN... 

. . . CA-SMART-Modular-Tech (FREMONT) SMART Modular Technologies, Inc. 
Announces the Availability of PC1600 & PC2100 Registered DDR 
DIMMs DAM013 03/27/2000 09:35 r f bc-TX-TI-Cisco-phones ... Available in 
Three Flavors DCM037 03/27/2000 10:52 r f bc-MD-Savant-Corporation 
(BETHESDA) Savant Captures Significant Position in Hot Wireless Management 
Space ATM007 03/27/2000 10... 

...r f bc-CA-Preferred-Cap-Mkts (SAN FRANCISCO) Preferred Capital Markets, 
Inc. Reiterates Its Buy Rating Of AppliedTheory Corporation 

and Price Target of $42 LAM069 03/27/2000 11:30 r f bc-CA-DSLnetworks (SAN 
FRANCISCO) Digital Island Selects DSLnetworks as Preferred DSL Provider For 
Corporate Broadband Connectivity NYM082 03/27/2000 11:37 r f 
bc-CA-PETsMART . com-Eastr . . . 
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...CULVER CITY) /CORRECTION — MediaX Corporation (OTC 
Bulletin Board: MXMX)/ PHTH038 03/09/2000 14:32 r f 
bc-CA-USWA-Rky-Mt-Steel. . . 

...f bc-CA-GE-Fin-Center (SONOMA) Kathleen Gurney, Founder and CEO of 
Financial Psychology Corporation, to Serve On Advisory Board of the 
GE Center for Financial Learning DCTH084 03/09... 

...LATH094 03/09/2000 15:03 r e bc-CA-Montecito-Picture (MONTECITO) 
Montecito Picture Company Signs First Look Deal With 'Road Trip' 
Director Todd Phillips SFTH104 03/09/2000 15 ... Insurance Co. ' BBBpi ' Rating 
LATHI 0 0 03/09/2000 15:35 r f bc-CA-Ingram-buy . com (SANTA ANA) Ingram 
Micro Strengthens Its Position as Fulfillment Engine to the Internet With 
Back-Room Service for buy.com SFTH106 03/09/2000 15:44 r f 
bc-CA-Trim-A-Lawn-Batt . . . 

...03/09/2000 16:05 r f bc-CA-Niku-Corp-earnings (REDWOOD CITY) Niku 
Corporation Reports Financial Results for Fourth Quarter and Fiscal 
Year Ended 2000 NYTH101 03/09/2000... 

...Co. 'BBBpi' Rating MNTH019 03/09/2000 16:43 r f bc-TN-CA-ADMAR- 

Corporat (SANTA ANA) ADMAR Corporation Signs Agreement With 

Mid-State Independent Physicians Association FLTU016 03/09/2000 16:50 r f 

bc-CA-Vertical-Computer (LOS ANGELES) Vertical Computer Systems Acquires 

Web Technology Company Emily Solutions SFTH072A 03/09/2000 16:53 r f 

bc-CA-Read-Rite-ex-offer /CORRECTION — Read-Rite 

Corporation/ 

/Note to editor: All PR Newswire press releases, both current and for 
the past 12 . . . 



Company Names: ...Buy.com Inc 
Descriptors: 
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...technology, office equipment, and supplies and transportation. 

Each session is scheduled to cover how to register as a 
vendor, how state agencies buy goods and services, how to 
access the state of Michigan's and Michigan Department of... 

. . .M-DOT construction projects, how minority- and woman-owned businesses 
can become certified to do business with M-DOT and how to become an 
M-DOT prequalified construction contractor or consultant... 
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. . .blending of technologies developed by Micro General Corporation (OTC 
Bulletin Board: MGEN) , a Fidelity affiliated company and Stewart 
Mortgage Information (SMI), a Stewart subsidiary. The network integrates 
each company's existing system to provide leading edge software to 
connect all parties involved in a. . . 

...combined to produce RealEC, while simultaneously providing customer 
choice for closing services, " said Stewart Title Company President 
Stewart Morris, Jr. "RealEC is the direct result of listening to our 
customers. Many... 

...escrow services, flood certifications, appraisal services, automated 
property valuations, document preparation, centralized funding services, 
MERS registration services, tax notification services and credit 
reporting services. "In creating an open environment and cooperative multi- 
vendor effort, RealEC is a landmark alliance that sets the standard 
for the future development of... 

...in Irvine, California, Fidelity National Financial, Inc. is a real 
estate services and equipment leasing company engaged in doing 
business in 49 states, the District of Columbia, Puerto Rico, the 



Bahamas and the U.S. Virgin Islands. Fidelity, through its principal 
subsidiaries, performs specialty finance functions such as originating, 
funding, purchasing, selling, securitizing and servicing equipment 
leases for a broad range of businesses. Fidelity is also engaged in the 
business of issuing title insurance and performs other title-related 
services including escrow, collection and trust... 

. . .materially from the descriptions contained herein and other risks as may 

be detailed in the Company's Securities and Exchange Commission 

filings. / CONTACT : Patrick F. Stone, Chief Operating Officer of Fidelity... 
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...SCNV Acquisition Corp. (OTC Bulletin Board: SAQC) announced today that 

its wholly owned subsidiary, Solmecs Corporation N.V. ("Solmecs"), 

has determined to pursue the commercial development of silicon monocrystals 

and photo-voltaic cells as its initial projects. The Company 

believes that using Magnetohydrodynamic ("MHD") methods in the growth of 

silicon monocrystals will result in. . . 

...electronic chips. Photo-voltaic cells are devices able to convert solar 
light into electricity. The Company has identified the equipment 
required for commercialization of monocrystals and photo-voltaic cells and 
has . . . 

...the military and space industries of countries that comprised the former 
Soviet Union. Initially, the Company intends to purchase two 
systems for growing silicon monocrystals. The Company anticipates 
that it will modify the purchased equipment in order to apply its 
MHD methods to the growth process, which the Company believes will 
increase crystal size and reduce distortions. The Company believes 
this will increase the market value of the monocrystals. The Company 
has commenced negotiations for the purchase of photo-voltaic cell 
equipment and technology from a company in Russia, formerly a 



supplier of Russian space stations including Mir. The Company 

intends to establish a complete production line in Israel, including the 

production of advanced double-sided photo-voltaic cells. The Company 

intends to utilize silicon monocrystals in the production of photo-voltaic 

cells. This would enable the Company to monitor silicon crystal 

growth at an industrial level. The Company also announced that prior 

to the acquisition of Solmecs by the Company, Solmecs incurred a 

loss of $1,069,750 for the fiscal year ended June 30... 

...57,910 for fiscal 1998 from $57,276 for the comparable prior fiscal 
year. The Company itself did not have operations during the fiscal 
year ended June 30, 1998. The Company raised gross proceeds of 
approximately $5,986,000 in an initial public offering completed on... 

...the close of the fiscal year 1998. Simultaneously with the closing of 
the IPO, the Company acquired, in a tax free, stock-f or-stock 
acquisition, Solmecs and its wholly owned subsidiary... 

...risks, uncertainties and other factors which may cause actual results, 
performance or achievements of the Company to be materially 

different from any future results, performance or achievements expressed or 
implied by . . . 

...forward-looking statements. Such factors include, but are not limited 
to, risks relating to the Company's growth strategy, uncertainty of 
feasibility of the Company's technologies and product development; 
uncertainty of market acceptance of the Company's technologies or 
products; relationships with and dependence on third-party equipment 
manufacturers and suppliers, uncertainties relating to business and 
economic conditions in markets in which the Company expects to 
operate and other risks detailed in the Company's 

Registration Statement on Form SB-2 as filed with the Securities and 
Exchange Commission. The words... 



3/K/36 (Item 16 from file: 20) 

Dialog Global Reporter 

(c) 2008 Dialog. All rights reserved. 

02950273 

Lexmark Extends Powerful Printer Management Capabilities to Printers From All Major Manufacturers 

BUSINESS WIRE 
September 28, 1998 

Journal Code: WBWE Language: English Record Type: FULLTEXT 
Word Count: 1114 



...95/98 and MarkVision for Windows NT is available for no extra charge 
with the purchase of Lexmark business printers and the Lexmark 
MarkNet Pro family of external print servers. The ... CompuServe forum "Go 
Lexmark." Lexmark, MarkVision, Optra and MarkTrack are trademarks of 
Lexmark International, Inc., registered in the U.S. and/or other 
countries. All other trademarks are the property of... 
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...branded printer products through the retail channel. "A large number of 
consumers today prefer to purchase their PCs and printers as a brand 
matched pair. That new stream of potential revenue... 

...at (606) 232-5238 or the CompuServe forum "Go Lexmark." Founded in 1982, 

Compaq Computer Corporation, a Fortune 100 company, is a 

global information technology company. Compaq is the fifth largest 

computer company in the world and the largest global supplier 

of personal computers. With worldwide sales of $24.6 billion in 1997, 

Compaq develops and markets hardware, software, solutions and services, 

including industry-leading enterprise computing solutions, fault-tolerant 

business-critical solutions, networking products, commercial desktop 

and portable products and consumer PCs. The company is an industry 

leader in environmentally friendly programs and business practices. 

Compaq products are sold and supported in more than 100 countries through a 

network. . . 

. . .partners across the United States and Canada. Lexmark is a trademark of 
Lexmark International, Inc., registered in the U.S. and/or other 
countries. Color Jetprinter is a trademark of Lexmark... 
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Text: 

ABSTRACT 

E-commerce is firmly established as the new way to do business in the new 
economy. E-contracts, Internet Banking, and digital signatures have become 
standard tools of conducting business. How has the law responded to this 



new way of doing business? What about torts and crimes that are committed 
while doing business in cyberspace? What is the appropriate forum to 
resolve disputes that arise when doing business electronically? It is the 
purpose of this article to review how the law is dealing with these and 
other questions which arise when engaging in e-commerce transactions. 

INTRODUCTION 

Technological innovation has spawned new ways to transact business. 
Motivated by concerns for improvement in profitability, efficiency, speed, 
competitiveness, and customer relationship building, businesses have 
increasingly adopted technology-based systems to transact business with 
other businesses, private consumers and governmental agencies. Despite the 
recent dot.com shakeout, e-commerce has emerged as an entrenched part of, 
and in many instances the preferred way, transacting business. It has 
become a fundamental part of the corporate enterprise. According to 
Forrester Research, the world Internet economy is predicted to reach $1 
trillion dollars by the end of 2001. On-line advertising is expected to 
reach $33 billion worldwide by 2004, and U.S. on-line spending will exceed 
$6 billion in 2001. North America will lead global e-commerce transactions 
to $6.9 trillion in 2004, while 60% of the world on-line population and 50% 
of on-line sales will be made outside of the U.S. by 2003. U.S. business 
trade over the Internet skyrocketed to $251 billion in 2000, up from $109 
billion in 1999. According to Computer Industry Almanac, there will be 165 
million on-line users in the U.S. by 2002, and over 490 million and 765 
million users worldwide by 2002 and 2005, respectively. In 2000, over 65% 
of all U.S. businesses, and over 50% of businesses worldwide, are estimated 
to engage in some type of e-commerce transaction, and the numbers are 
growing. E-cash, smart cards, "click-on" contracts, digital signatures, web 
hosting, and e-commerce transactional solutions have all become synonymous 
with the preferred ways to transact business in today's "new economy". 
However, as e-commerce continues to emerge as the preferred way to transact 
business, our legal system often struggles with the inability of existing 
laws to deal adequately with issues presented by new technology. What is 
the legal framework for transacting business in Cyberspace? When can a 
court exercise jurisdiction over a party who conducts business over the 
Internet? What laws can be applied when businesses commit tortuous, and 
sometimes criminal, acts in Cyberspace? What are the legal limits on the 
content of business speech, Web site access, and Web-Page 

content? What legal protection exists for trademarks, copyrights, and other 
intellectual property existing in digital form? What law should be applied 
to reflect business practices regarding Cyberspace contracts and 
agreements, such as "click-on" agreements, software licensing agreements, 
e-data interchange, and on-line sales? Just as technology has fundamentally 
changed the ways of doing business, so has technology changed the way the 
law anticipates and responds to on-line business transactions. Indeed, the 
viability and sustainability of e-commerce rests, in large part, on the 
ability of the law to establish a legal framework to accommodate this new 
business practice. It is the purpose of this article to examine the legal 
framework that is emerging to accommodate ecommerce transactions. 



E-COMMERCE PRIMER 



To appreciate the awesome task of developing a legal framework to 
accommodate e-commerce transactions, it is necessary to identify the 
various types of transactions that have emerged as a result of technology. 
What comes to mind when you think of e-commerce? Amazon.com or eBay, 
perhaps. Well, e-commerce is much more than e-tailers (Internet retailers). 
It's made up of exchanges among businesses, consumers, and government 
agencies, which can be classified according to which party initiates and 
controls the exchange transaction and which party is the target of the 
exchange. Electronic commerce refers to the end-to-end, all electronic 
performance of business activities. E-commerce includes electronic data 
interchange (EDI), which refers to the on-line exchange of routine business 
transactions in a computer-processable format, covering such traditional 
applications as inguiries, purchasing, acknowledgments, and financial 
reporting. Table I shows the possible types of e-commerce transactions, 
along with a Web example of each. 

There are nine (9) possible types of e-commerce transactions, based upon 
who initiates the transaction and the target of such exchange. In 
e-commerce jargon, B2C means business-to-consumer (initiated by a 
business, aimed at consumers) transactions, B2B means 
business-to-business transactions, and B2G means 
business-togovernment transactions. Business-to- 
business transactions account for most of today's e-commerce sales 
volume, because they generally involve higher prices and larger quantities 
than B2C transactions. Although B2C transactions are a smaller part of 
e-commerce than B2B transactions, they are capturing an ever-larger share 
of all retail sales. Government agencies on the local, state, and federal 
level represent a huge and lucrative market for businesses selling all 
kinds of goods, services, and information. Government agencies purchased 
more than $77 billion annually in technology goods and services. In the 
State of Georgia, as well as in most other states, vendor 
registration and bidding on state contracts is increasingly (almost 
exclusively) being done on the Internet. It is now possible to file 
incorporation documents electronically in most every state. It is 
imperative that businesses that do business with these states, or 
with any governmental entity, be proficient in e-commerce technology. 
Consumer-toconsumer (C2C) transactions are of lower dollar amounts and 
account for a far smaller piece of the e-commerce pie than B2B, B2C, or B2G 
transactions. However, the success of companies like eBay demonstrates that 
millions of people are jumping on the Internet bandwagon to buy and sell 
personal items and services person-to- person. In consumer-to 
business (C2B) transactions, the consumer, not the business, 
initiates and controls the exchange. Benefits to consumers engaged in C2B 
transactions include allowing consumers to band together for volume 
discounts on merchandise offered on Web sites; allowing consumers to 
post requests for items they want to purchase, so businesses 

can respond with specific offers; and searching consumer advocate Web sites 
for free information about problems other consumers have reported with 
particular businesses, charities, and investment firms. One of the fastest 
growing areas of e-commerce is consumer-to-government (C2G) transactions, 
which cover consumer-initiated transactions with governmental agencies. 
Governmental Web sites allow consumers to pay governmental agencies on-line 



for traffic fines, real estate taxes, and government licenses and permits. 
Similarly, more and more governmental agencies are establishing Web sites 
to provide information and services to consumers (G2C) . Governmental Web 
sites allow on-line transactions such as driver's license renewals, as well 
as business transactions such as permit applications. Many states 
have begun selling seized and surplus property to consumers through Web 
sites such as eBay. Businesses are another constituency that governmental 
agencies are reaching online (G2B) . The U.S. Small Business 
Administration site (http://www.sba.g0v/http://www.sba.gov/) is one 
of the more comprehensive sites, offering an array of information and 
financial assistance to small businesses. Government-to-government (G2G) 
transactions are much less visible to the public than other e-commerce 
components. This relative obscurity is misleading, however. Governmental 
agencies routinely and increasingly share information contained in their 
particular databases with one another. A good example of such sharing of 
information involves the U.S. Department of Education linking its database 
with the IRS to withhold income tax return refunds from persons who are 
delinquent on student loans. 

TABLE I 

MAJOR ISSUES IN THE LEGAL REGULATION OF E-COMMERCE TRANSACTIONS 

The following is a review of the major issues which have emerged in the 
legal regulation of electronic commerce transactions: 

A. Legal Jurisdiction Over E-Commerce Transactions 

The world of e-commerce has no territorial boundaries. It is as easy for a 
business in Atlanta to do business on-line with another business in New 
York as with a business in Africa. However, the laws that govern rights and 
responsibilities of on-line transactions tend to be territorial, a 
reflection of their origin in a pre-electronic age. States and countries, 
and their courts, are limited in the extent to which they can enforce laws 
and render judgments against businesses outside their boundaries. If a 
business in Georgia sets up a web-site, will it be subject to suit in 
California, or any other location where the 



site is viewed? If a 

business in Canada commits a tortious or criminal act against a U.S. 
business, can suit be brought in the U.S. Courts? These questions turn on 
what court has jurisdiction, both over the matter in dispute (subject 
matter jurisdiction) and over the parties (personal or in personnam 

jurisdiction) . Jurisdiction, then, refers to the authority of a court to 
hear and decide a specific action. 

In a case decided before 1960, the U.S. Supreme Court noted, "as 
technological progress has increased the flow of commerce between the 
States, the need for jurisdiction has undergone a similar increase. 



Twenty-seven (27) years later, the Court observed that jurisdiction could 
not be avoided "merely because the defendant did not physically enter the 
forum state . . . [t]hat it is an inescapable fact of modern commercial 
life that a substantial amount of business is transacted solely by mail and 
wire communications across state lines". The Internet makes it possible to 
do business anywhere in the world, entirely from a computer. The Internet's 
ability to bypass political and geographical boundaries makes it 
revolutionary. This ability undercuts the traditional basis for a court to 
assert personal jurisdiction. This basis includes the contacts that a party 
has with a court's geographical jurisdiction. For a court to compel a 
business to come before the court, the business must be deemed to be "doing 
business" within that court's geographical jurisdiction. For a business to 
be deemed to be "doing business", the business must have at least "minimum 
contacts" within the geographical jurisdiction - a salesperson or office 
within the geographical jurisdiction, for example. As a matter of course, 
items posted on a business Web site in one part of the world 
can be accessed by persons and businesses in other parts of the world where 
laws might be entirely different. How has the law dealt with this emerging, 
but prevalent, business practice? Although no bright-line test exists, most 
courts have applied an "interactive-passive" distinction when determining 
personal jurisdiction over someone operating a Web Site. Generally, courts 
have conferred personal jurisdiction in cases where "interactive" uses of 
the Internet have taken place within the state. Interactive contact 
encompasses two-way online communication, which fosters an ongoing business 
relationship, while "passive" contacts are those that simply make 
information available to interested viewers. A Web Site can be 
characterized as interactive if business transactions can be conducted over 
the Internet or if information can be exchanged with users for the purpose 
of soliciting business. In making an "interactive vs. passive" 
determination, the greater the commercial nature and level of 
interactivity, associated with the Site, the more likely it is that the Web 
Site operator is "purposefully availing itself of the forum state's 
jurisdiction. Courts generally have declined to assert personal 
jurisdiction solely on the basis of Web Site advertising. However, courts 
have exercised jurisdiction over Web Site operation where additional and 
more active contacts with the forum took place, such as Internet sales to 
the forum residents, conducting business in the forum state through 
numerous contacts, or entering into specific dealings with forum residents. 
In CompuServe, Inc. V. Patterson, 89 F.3d 1257 (6th Cir. 1996), the court 
exercised personal jurisdiction where the defendant sold software over the 
Internet to twelve people in the forum state. In Maritz, Inc. v. 
CyberGold, Inc., 947 F. Supp . 1328 (E.D. Mo. 1996), the court exercised 
personal jurisdiction over the defendants on the grounds that the Web Site 
Operator engaged in "active measures" in placing Internet users on a 
mailing list and "indiscriminately responding to every user. 

However, in cases where the operator maintains a passive Web Site that 
merely makes information available for browsing, the courts have been 
hesitant to exercise personal jurisdiction - finding an insufficient basis 
to assert jurisdiction where the defendant's Web Site simply posted the 
future availability of his services and never sought to contract with the 
residents of the forum state. In Bensusan Restaurant Corp. v. King, a 



federal court declined to assert personal jurisdiction over a New York Web 
Site operator because the Web Site operator received no revenue from the 
forum state, did not advertise in the forum state, and did not even 
disseminate a telephone contact number to the residents of the forum state. 
The result in Bensusan supports the principle that the simple creation of a 
general access Web Site, without more, is an insufficient basis to find 
"purposeful availment" directed towards a forum state as required by 
constitutional standards. Essentially, the courts have transferred 
traditional legal reasoning regarding jurisdiction, and applied it in the 
new context of electronic commerce. The courts have also fashioned a 
general legal framework that considers the amount of business or "contacts" 
the business transacts over the Internet within the court's geographical 
jurisdiction. This is an extension of the traditional rule requiring a 
business to have "minimal contacts" within the geographical jurisdiction of 
a court before the court will exercise jurisdiction. Thus, the more "active 
hits" or business transacted over the Internet within a court's 
geographical jurisdiction, the more likely that court will exercise 
jurisdiction over any dispute generated thereby. This was exactly the kind 
of reasoning the court employed in Zippo Manufacturing Company v Zippo Dot 
Com, 952 F. Supp . 1119 (1997). Noting that Zippo Dot Corn had contracted 
with approximately 3,000 individuals and seven (7) Internet access 
providers, the court held that it has jurisdiction over parties who conduct 
substantial business in its jurisdiction exclusively over the Internet. 
Other factors that a court will consider when deciding to exercise 
jurisdiction over on-line transactions include: 

1. Whether the transaction which was initiated by the business purposefully 
directed activities toward residents of the forum state; 

2. Whether the all or any part of the performance called for in the on-line 
agreement was rendered by the business in the forum state; 

3. Whether the on-line agreement created continuing relationships and 
obligations between the resident of the forum state and the on-line 
business . 

It has become increasingly clear that, in appropriate circumstances, the 
fact that a business never physically had any presence in a particular 
locale is not fatal to the proper exercise of a court's jurisdiction. For 
instance, in Hall v. LaRonde, 66 Cal . Rptr . 2d 399 (1997), a California 
appellate court observed, "the speed and ease of electronic communications 
has increased the number of transactions that are consummated without 
either party leaving the office. There is no reason why the requisite 
minimum contacts cannot be electronic". The court therefore held that it 
did have jurisdiction over a New York-based defendant who had entered into 
a contract with a California-based plaintiff by e-mail, and who had agreed 
to make royalty payments to the plaintiff in California on an on-going 
basis . 

Privacy and Security of E-Commerce Transactions 

It is essential to assure personal privacy in electronic commerce 



transactions if businesses and consumers are to feel comfortable doing 
business electronically. Even more essential, however, is to assure the 
security of online transactions. If parties to electronic commerce do not 
believe that their communications and data are safe from interception and 
modification, they are unlikely to use the Internet on a routine basis for 
commerce. How is the law responding to the need for privacy and security 
protections in electronic commerce transactions? At the federal level, 
several bills are pending, and the 107th Congress is expected to introduce 
a flurry of new privacy legislation. Additionally, a growing number of 
state legislators are deciding that industry self-regulation fails to 
protect consumer's on-line privacy. The National Association of Attorneys 
General is preparing a report on the subject on on-line privacy that is 
expected to recommend new federal legislation that preempts state law 
enforcement of on-line privacy efforts. The following is a summary of how 
our legal system is creating a legal framework to regulate privacy and 
security issues in electronic commerce transactions: 

1. Issues That Have Resulted in Lawsuits, Investigations, and/or Bad Press 

a. Misrepresenting the purpose for collecting personally identifiable 
information; 

b. Disclosing, sharing, or selling customers' personally identifiable 
information to third parties in contravention of a stated privacy policy; 

c. Misrepresenting the security of personal information; 

d. Misrepresenting the use of consumers' personal information; 

e. Misrepresenting treatment of children's personal information; 

f. Failing to disclose use and/or duration of cookies; 

g. Failing to disclose use of web bugs; h. Failing to disclose 
information-gathering through spyware, which is incorporated into consumer 
software to secretly trace consumer's Internet activities; and 

1. Failing to comply with agreed-to third party privacy policies. 

2. Deceptive Practices 

To date, regulators have primarily been concerned about deceptive privacy 
practices in two (2) areas, specifically: 

a. Failure of companies to strictly abide by their stated privacy policies, 
and even inadvertent failure to comply with promises. To avoid this 
deceptive practice, a company's web-site should be audited 

regularly to be sure that the web-site is doing what it says and says what 
is does; disclose the third parties to whom information will be shared; 
state how consumers can obtain access to, and remove, information; and how 
consumers can opt out from data collection or disclosure. 



b. Failure to disclose certain data collection activities to consumers, 



such as use of cookies. 



3. Children 

The Children's Online Privacy Protection Act (COPPA) , and the corresponding 
FTC Rule which implements COPPA, require that a web-site that collects 
information from children under the age of thirteen (13) must: 



a. Provide notice of the information it collects from children; 

b. Disclose how it uses the information; 

C. Disclose with whom it shares information; 

d. Obtain verifiable parental consent for collection of data from minors; 

C. Provide the parent with reasonable means to review the collected data; 
and 

f. Provide the parent with a reasonable method for opting out of data 
collection . 

4. Financial Privacy 

The Fair Credit Reporting Act (FCRA) and the Gramm-Leach-Bliley Act of 1999 
(GLBA) govern the on-line collection and dissemination of consumers' 
personal financial information. These laws restrict communication or 
disclosure of information related to consumer credit. A "consumer reporting 
agency" (generally a company that disseminates information about consumers, 
such as credit rating and credit history, with other parties) or "financial 
institution" (generally a company that issues credit) must: 

a. Disclose, at the time of establishing a customer relationship, its 
privacy policies and practices with respect to information shared with both 
affiliates and non-affiliated third parties; and 

b. Provide consumers with a means of opting out of any disclosure of their 
personal information to third parties. 

5. On-Line Profiling 

The following principles, proposed by the Network Advertising Initiative 
(NAI), and endorsed by the FTC, apply to the merging of consumers' personal 
information with cookies or other data that provide information on 
consumers' on-line habits: 

a. Material changes in information practices cannot be applied to 
information collected prior to the changes in the absence of affirmative 
consent, or "opt in", by the consumer; 

b. Non-personally identifiable data previously collected from consumers 



cannot be linked to personally identifiable information (PII) without 
affirmative consent or "opt in" by the consumer; 

C. To prospectively use PH for profiling, and even the merging of 
personally identifiable on-line and off-line data, a 



business web- 
site must provide "robust" notice and the choice to "opt out", which 
must appear at the time and place of information collection and before the 
entering of data; 

d. To prospectively use non-PH for profiling, the business web- 
site must provide clear and conspicuous notice and the choice to 

"opt out", which must be included in the publishers privacy policy with a 
link to the network advertiser on an NAI "opt out" web-page; and 

e. On any web-sites where multiple network advertising companies collect 
information (generally non-Pill), consumers must be able to "opt out" of 
profiling by any or all of the advertisers on a single page that is 
accessible from the host web-site's privacy policy. 

The federal Electronic Communications Privacy Act (ECPA) protects all forms 
of electronic communications - telephone voice communications as well as 
computer-to-computer digital communication, such as e-mail and messages 
stored in electronic bulletin boards. The ECPA generally prohibits any 
person from intentionally intercepting an electronic communication, or from 
disclosing the contents of any intercepted electronic communication. This 
prohibition applies not only to those who own and operate such systems 
(such as Internet access providers, private network operators, or the 
operator of a computer bulletin board) . Most businesses rely 
on encryption to secure and verify electronic commerce transactions. 
Encryption is the process of disguising, that is encrypting, a readable 
communication into an unintelligible scramble of characters according to 
some predetermined code or cipher. Anyone who wants to send or receive 
encrypted communications must have a key. People as well as entities need a 
key. Computers and fax machines may even need keys. In many implementations 
of electronic data interchange (EDI), a computer will automatically solicit 
bids and place orders electronically if inventory is low. Some fax machines 
encrypt documents before they are sent. There is currently no general 
prohibition on the use of encryption in the U.S. The federal government is 
trying, however, to control its use in part through export controls. Except 
for certain mass-marketed encryption products and products that use key 
lengths of 40 bits or less, cryptography cannot be exported unless the 
State Department first issues a license permitting such export. In this 
way, the federal government is trying to slow the spread of strong 
encryption. When based on tested algorithms and implemented using 
non-obvious keys of sufficient length, cryptography is very, very strong, 
and is capable of providing more than adequate security for most electronic 
commerce needs. Most of the Internet and new technology issues raised under 
the U.S. Constitution involve regulations of freedom of speech. The problem 



is related to the unique feature of the Internet - its ability to 
cross-political and geographical borders - and the inability of current 
technology to filter out what legislators and government regulators would 
like to block. For business, the issue has generally focused on the content 
of information contained in Web sites. Government regulation of on-line 
transactions which allow access to sexually explicit material on the 
Internet was the focus of the U.S. Supreme Court's decision invalidating 
the Communications Decency Act, passed by Congress in 1996. This law 
[Section 223 (a) ] made "knowing transmission of obscene or indecent" 
messages to any recipient under 18 years of age a federal crime. Another 
section of the law [Section 223(d)] prohibited the knowing, sending, or 
displaying to a person under 18 of any message "that, in context, depicts 
or describes, in terms patently offensive as measured by contemporary 
community standards, sexual or excretory activities or organs." 

A three (3) judge federal court in Philadelphia heard the case in a 
thorough trial, including a detailed study of the Internet and World Wide 
Web, and the availability of sexually explicit material on the Internet. 
The court made 410 findings of fact and reached the conclusion that large 
portions of the law were unconstitutional and issued an injunction 
prohibiting its enforcement. The United States appealed the case to the 
U.S. Supreme Court. The Supreme Court began its opinion with a detailed 
description of the Internet, tracing its beginning to a military program 
designed to enable computers to communicate with each other. The astounding 
growth of the system in the civilian sector was reported, with some 
9,400,000 host computers today, compared with 300 in 1981. The Court said 
that at the time of the trial, about 40 million people were using the 
Internet, with the number expected to top 200 million by 1999. It is, said 
the Court, "a wholly new medium of worldwide human communication." The 
Court concluded that the CDA placed an unacceptable heavy burden on 
protected speech, and that the defenses for such regulation did not 
constitute the sort of "narrow tailoring" that would save an otherwise 
patently invalid constitutional provision. Since there was no way of 
effectively determining the age of a user who is accessing material through 
e-mail, mail exploders, newsgroups, or chat rooms, the CDA's breath would 
impact and curtail significant amounts of adult conversation on the 
Internet. Thus, the law was held unconstitutional. 

ONLINE CONTRACTS 

The ability to create and enforce contracts is essential to the viability 
of e-commerce. An increasingly important legal issue is how to create an 
on-line contract that is biding and enforceable. A contract is an agreement 
that can be enforced in court. A contract is formed is formed when two or 
more parties agree to perform, or to restrain from performing, some act now 
or in the future. Contracts in general can be formed by oral or written 
agreement. They can be implied by the conduct of the parties or industry 
custom. An on-line contract is a contract created wholly or in part through 
communications over Internet networks. Thus, contracts can be created by 
e-mail, through web-sites, via electronic data interchange (EDI), and other 
techniques. Transactions in EDI raise a number of legal and practical 
issues, including security issues, choice of protocols, and allocation of 



risks of error. These are best resolved in a master trading agreement, 
which the parties enter into at the outset of the relationship. Several 
model-trading agreements exist, which can be adapted to the parties' 
specific needs. 

1. Digital Signatures 

An on-line convention that is increasingly being used to create a binding 
contract for Internet transactions is the "webwrap" or "clickwrap" on-line 
agreement. This is a contract that is displayed on the web-site to the 
buyer in the course of a purchase transaction and which contains the terms 
that will govern the buyer's purchase. In the course of the purchase, the 
buyer must indicate that he or she has read the contract and has agreed to 
be legally bound by its terms and conditions. This is commonly done 
requiring the buyer to "click on" an "accept button" before the purchase 
can be completed. These agreements were developed in response to certain 
cases concerning the enforceability of software "shrinkwrap" licenses 
(examples include CD-ROM software delivered in a package or envelope that 
contains certain license terms printed on the outside) . The cases 
interpreting "skrinkwrap" licenses have generally held them to be 
unenforceable, primarily due to the fact that the license terms were not 
presented until after the customer had already entered into the sale 
contract (for example, through an accepted telephone call or off-the-shelf 
purchase) . Thus the "skrinkwrap" terms were considered an unenforceable 
attempt by the vendor to modify the contract after the fact. Although there 
are currently no reported cases concerning the enforceability of "webwrap" 
contracts, the reasoning contained in the "skrinkwrap" cases indicates that 
a "webwrap" contract is most likely to be enforceable if the buyer has: 



1 . Clear notice of the applicable contract terms; 

2. A reasonable chance to review those terms prior to completing a 
purchase; and 

3. T perform an act to affirmatively indicate consent to those terms before 
completing the purchase (hence the requirement to "click on" and "accept 
button" . 

In the future, it may be increasingly common to ensure the enforceability 
of on-line contracts through the use of digital signature technology. 
Digital signatures are one of the most promising security measures 
available to satisfy the legal and business requirements of authenticity, 
integrity, nonrepudiability, and writing and signature. Digital signature 
technology involves the use of a "public key" or asymmetric cryptography to 
"digitally sign" a document. A "digital signature" is not merely a digital 
version of an actual signature; it is a process that transforms an 
electronic message in a manner that is unique to each user. The use of 
digital signatures was authorized by the passage of the federal Digital 
Signatures Act of 2000. Another issue presented by on-line transactions is 
whether Internet product distribution will create conflicts with any 



existing contracts between a company and third parties, which contracts 
grant such third parties exclusive rights to specific channels of 
distribution (e.g., exclusivity in a given territory, such as Japan, or for 
a certain market segment or a specific group of manufacturers) . Conflict 
occurs with such exclusive arrangements because product sales via a 
company's web-site are generally considered to be directed at 
all geographical territories and market segments, including the territories 
and segments subject to any exclusive arrangements between the company and 
a third party. It is advisable, therefore, for a company to review all 
existing distribution and sales arrangements for potential conflicts before 
beginning to sell product via its website. If any conflicts are discovered, 
a company may have to amend or terminate existing exclusive arrangements. 
In addition, a company should develop language that would be added to any 
future distribution and sales contracts intending to grant to third parties 
any type of exclusivity which would expressly allow the company to sell the 
covered products) directly via the 



company's web-site to 

customers located or included in the exclusive territory or market 
segment . 

2. Uniform Commercial Code for Electronic Commerce 

In general, parties should be able to do business with each other on 
the Internet under the terms and conditions they agree upon. Private 
enterprise and free markets have typically flourished, however, where there 
are predictable and widely accepted legal principles supporting commercial 
transactions. The Uniform Commercial Code (U.C.C.) is a model law designed 
to simplify, clarify, modernize, and make uniform the law governing 
commercial transactions. Article 2B of the U.C.C. governs transactions in 
software and other digital content. It gives statutory recognition to the 
legally binding effect that can result from the use of security procedures, 
such as digital signatures, in on-line transactions. Businesses that engage 
in on-line commercial transactions should be familiar with warranties. 
Basically, any contract for sell of goods contains certain warranties, 
either express or implied. A seller can create an express warranty 
by making oral or written representations concerning the quality, 
condition, description, or performance potential of the goods. An implied 
warranty is one that the law derives by implication or inference from the 
nature of the transaction or the relative situation or circumstances of the 
parties. Implied warranties include warranties that the goods are fit for 
their ordinary purposes and will pass without objection in the trade (known 
as the "warranty of merchantability") and a warranty that the goods are fit 
for the buyer's purposes, where the seller has reason to know those 
purposes and that the buyer is relying on the seller's judgment 
(known as the "warranty of fitness for a particular purpose"). Both express 
and implied warranties continue to apply to on-line contracts for the sale 
of goods. The U.S. supports the development of an international uniform 
commercial code to facilitate electronic commerce. Such a code would 
encourage governmental recognition of electronic contracts; encourage 



consistent international rules for acceptance of electronic signatures and 
other authentication procedures; promote the development of alternative 
dispute resolution mechanisms for international commercial transactions; 
set predictable ground rules for exposure to liability; and streamline the 
use of electronic registries. 

3. Tariffs and Taxation 

Buying and selling goods and services on-line result in transactions that 
are considered taxable in most jurisdictions. What kinds of taxes apply to 
on-line transactions? When is the vendor obligated to collect the tax from 
the buyer and remit it to the taxing jurisdiction? When, and under what 
circumstances, can a vendor located in one jurisdiction be taxed for 
on-line transactions that occur with customers in another jurisdiction? Who 
has the power to tax on-line commercial activities? Tax laws and the 
concepts underlying them are grounded on geography - where a company is 
located or doing business - and on physicality - what tangible things are 
being sold or services are being performed. In many respects, the 
activities of a company doing business electronically transcend geography 
and physicality. Consequently, taxing authorities are experiencing a 
difficult time applying their tax laws to electronic commerce, especially 
when it comes to sales tax on electronic sales or customs duties on the 
importation of digital goods. Anyone doing business electronically is 
confronted with the task of reviewing the statutes, regulations, rulings, 
and case law of each jurisdiction to determine whether it has nexus with 
that jurisdiction and whether its activities are subject to tax. To avoid 
this awesome task, most states and nations, including the U.S., are 
recommending adoption of agreements that declare the Internet a tariff-free 
environment whenever it is used in the sale of goods and services. 
Additionally, it is recommended that no new taxes be imposed on Internet 
commerce. Existing taxes that are applied to electronic commerce should be 
consistent across national and sub-national jurisdictions, and should 
simple to understand and administer. State and local governments, as well 
as nations, should cooperate to develop a uniform, simple approach to the 
taxation of electronic commerce, based on existing principles of taxation. 
Electronic commerce is to a truly global medium, and all national, state, 
and local governments benefit from barrier-free trade across it. 

CyberTorts and Cybercrimes 

Except in cases involving personal injuries, merely transmitting 
information, or making it accessible, via the Internet is insufficient to 
subject the publisher to a negligence suit filed outside its state of 
residence. Personal injury claims arising out of the sale of merchandise, 
however, will depend on the nature and extent of the vendor's contact with 
the injured plaintiffs state. For example, the sale of component parts to a 
manufacturer will be much less likely to trigger jurisdiction in a suit 
brought by an injured end-user than a sale of finished goods made directly 
to the end-user. The result in such a case is likely to be the same, 
however, whether the merchandise is ordered online, by telephone, or 
through the mail. The rules of criminal jurisdiction are similar to those 
that apply to intentional torts. As a result, a crime committed on-line 
will subject the perpetrator to prosecution, both in the state in which he 



or she was physically present when the crime was committed, and in the 
state or states in which the victim or victims of the crime reside. In 
fact, any state in which an essential part of a crime has been committed 
has jurisdiction to try the offense. Thus, a theft of funds caused by 
fraudulent wire transfer can be prosecuted where the bank is located, as 
well as in the perpetrator's home state. 

CONCLUSION 

The challenge for the law is that it must adapt to the reality of 
electronic commerce by providing clear guidance for those who engage in 
on-line commerce. Without certainty in the legal rules, electronic commerce 
will not reach its commercial potential. The law can, and does, however, 
successfully adapt to new technology. Copyright law is a prime example. As 
the Supreme Court has noted: "From its beginning, the law of copyright law 
has developed in response to significant changes in technology". Authorized 
over 200 years ago by our Constitution, copyright law has weathered the 
changes brought about by new technologies such as photography, sound 
recording, and broadcasting. Today, it adequately protects works in all 
three of these areas. There is, of course, a debate raging today over 
whether existing law can successfully adapt to the issues of electronic 
commerce. I predict it has, will, and will continue to do so. Judges are 
amazing adept at transferring traditional legal reasoning to apply to 
on-line commercial transactions. One thing is for certain - that the law 
will certainly have an impact on those who engage in this new way of doing 
business . 
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Consumer person. In consumer-to business (C2B) transactions, the 
consumer, not the business, initiates and controls the exchange. 
Benefits to consumers engaged in C2B transactions include allowing 
consumers to band together for volume discounts on merchandise offered on 
Web sites; allowing consumers to 



post requests for items they 

want to purchase, so businesses can respond with specific offers; and 
searching. . . 
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The Commerce Business Daily (CBD) has been the federal government's 
sole source for contracting notices for decades. That is about to change as 
the government charges fully into the digital era with a new contracting 
Web site. 



Starting October 1, 2001, all federal agencies will be required to 
post notices of contracting opportunities on a single government Web 
site: Federal Business Opportunities (FedBizOpps) 

www.fedbizopps.gov . To allow vendors time for transition to the new Web 
site, agencies will continue to post notices in the CBD until January 1, 
2002. However, after January 1, agencies may stop posting notices in the 
CBD and solely use the new Web site. 

FedBizOpps will allow prospective contractors to target their 
searches better by allowing them to automatically receive electronic notice 
of procurement opportunities by "solicitation number, selected 
organizations, and product service classification. Vendors can also (use 
the Web site to) search procurements by solicitation number, date, 



procurement classification code, and agency for active or archived 
solicitations . " 

Use of the new technology also will allow agencies to enhance their 
official contracting notices with supplemental information that may assist 
prospective offerors in preparing their responses. 

The General Services Administration (GSA) is seeking private-sector 
vendor comments on the new Web site. They are interested in your 
suggestions regarding organization and usability of the site. For 
more information, see the May 16, 2001, edition of the Federal 
Register (pp. 27407-27414) at www.gpo.gov . Comments were due by 
July 16 directly to the Federal Acquisition Regulation Secretariat at: 
General Services Administration, FAR Secretariat (MVP), Attn: Ms. Laurie 
Duarte, 1800 F Street, NW, Room 4035, Washington DC 20405, or by e-mail to 
farcase.1997-304@gsa.gov. The GSA requests that you cite "FAC 97-26, FAR 
case 1997-304" in your correspondence. If you do comment on FedBizOpps, 
please send a copy to Brian Pallasch, ASCE ' s Director of Government 
Relations at govwash@asce.org; 1015 15th St NW Ste 600, Washington, DC 
20005; or fax (202) 289-6797. Advisory - courtesy of the ASCE. 
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E-commerce firms continue to germinate in the metals marketplace. The 
latest is WorldWidePM, an Internet marketplace planned for powder metals. 
Another site under development is Ecopper.com, the Internet's first North 
American electronic portal for just copper commerce. Not to be outdone, 
Aluminium.com is expanding its aluminum products marketplace to include 
copper and copper alloys. 



There have been other sell-side portals announced in recent weeks. 
Metal-Pages is a new Internet portal based in London just now collecting 
registrants around the world seeking to buy base metals, ferroalloys 
and specialty metals. Metal Smart in New York is targeting the ferroalloy, 
noble alloys and minor metals industry, and its business plan also 

calls for an eventual expansion to other supply-side products used by the 
metals industry as scrap, pig iron, ore, electrodes and even refractories. 
Similarly, MetalOrigins of West Palm Beach, Fla., and CoreMarkets of New 
York have been launched as online ferroalloys marketplaces to bring North 
American buyers in touch with the predominantly offshore supplier 
base . 

On the buy side, there's a new global online procurement alliance, 
tentatively called the Mining and Metals Marketplace, being developed as a 
Web site by Andersen Consulting' s Los Angeles office on behalf of 14 metals 
and mining firms worldwide. 

There's even a hybrid site, scheduled to go live in September, 
called Metal-Spectrum. Being developed by two score producers and 
distributors, this Atlanta-based site is intended to reduce costs across 
the supply chain for end users, distributors and manufacturers of aluminum, 
stainless steel, copper, brass, nickel alloys and titanium. 

PURCHASING Magazine now estimates that the annual market for 
production-grade and metalworking metals is at least $900 billion. Various 
studies estimate the global steel market at $600 billion a year. The 
collective market for stainless steel, specialty metals, aluminum, copper, 
brass and bronze world markets is at least $200 billion. While alloying 



metals, ferroalloys, noble alloys and minor metals represent another $95 
billion in annual sales, the global powder metal industry runs about $5 
billion in annual sales. 

Chances are that the Internet option could become more commonplace, 
especially as trading on the Web moves from spot sales of steel to key 
production-grade nonferrous metals and such specialty metals as ferroalloys 
and powders, and then to such sophisticated derivatives as futures. Metals 
Web entrepreneurs see no shortage of potential customers. They see the 
potential for billions of dollars in annual sales. "That's because they 
believe Internet penetration for businesses ultimately will equal 100% of 
the telephone, " says analyst David Dwyer at Salomon Smith Barney in New 
York. 

Cost is a key incentive for buyers and sellers contemplating a shift 
to the Web, where fees and commissions are pitched lower than conventional 
alternatives. The PC screen also can offer a wider community of potential 
business partners than the telephone, and prices are much more visible than 
in such traditionally opaque metals markets as steel. Dwyer maintains that 
metals currently offered on the Internet "only scratch the surface of what 
will be available in the next several years." He says that since most 
traditional suppliers still don't have sophisticated Web sites, the stage 
has been set for proliferation of additional third-party exchanges in 
coming months. 

There are skeptics, however, who see too many Web sites already in 
development. At a recent metals e-commerce conference, James Southwood, 
president of metals consultancy Commodity Metals Management in Pittsburgh, 
said, "At the end of 2000 there will be about 50 Web sites in the steel and 
base metals arena, but we think there's only room for five such Websites 
worldwide . " 

Alexis Gutzman, an e-commerce consultant and technology author, 
suggests that the B2B metals marketplace "is long on hype and short on 
substance at the moment, " and insists the portals that will be most 
effective "will be those that are meeting very narrow niche needs." The 
stage is set, Gutzman says, for more — and better — e-commerce by individual 
corporate Web sites. An irrefutable truth, she says, is that price and 
availability are often only a small part of decisions to purchase inventory 
or raw materials from a supplier. "Other considerations are whether the 
parts or materials required meet engineering specifications, terms of the 
sale, availability in the quantities required, and delivery date." In these 
areas, most third-party metals dot. corns simply can't deliver. 

Eric Upin, managing director of the FleetBoston Robertson Stephens 
financial services firm in San Francisco, is skeptical of marketplaces such 
as MetalSpectrum being set up by groups of powerful suppliers. His 
reasoning is "strictly Wall Street bottom line." In Upin ' s view, "On the 
sell side, these marketplaces will never work because, essentially, 
suppliers are getting on stage naked. At the same time, buyers are given 
magnifying glasses." 

Analyst Mark Parr at McDonald Investments in Cleveland bases his 
pessimism more on mainstream profit and loss issues, noting that "a major 
shakeout looms for most of several dozen players already in various forms 
of gestation because not enough will earn profits to stay in business." 
Parr says that "no more than a handful of the best financed, best connected 
early entrants will survive." In fact, analysts suggest that the best of 



the already operating steel sites won't show a profit until 2002 at the 
earliest . 

Diverse marketplace 

New "electronic platforms" are being launched regularly. But, in 
truth, metals e-commerce is following no single business model, so the 
landscape is strikingly diverse. There are portals run by single principals 
quoting their own prices, extranets where big market players are 
cooperating, marketplaces, auction houses and hybrids (for example, at 
ProcureSteel.com in Signal Hill, Calif., buyers can post RFQ 
documents and await responses from potential suppliers). Also, there are 
different rules for access and wide variation in revenue models among the 
metals Net market makers. 

Parr of McDonald Investments is not the only analyst to suggest that 
"successful Web-based B2B portals will be those who: adopt a differentiated 
strategy for prime material, maintain proprietary aspects of their 
individual business models, and offer value-added services." More than a 
few think the third-party dot . corns will be eclipsed eventually by corporate 
Web sites, which might explain why some major producers and service centers 
are willing to participate in more than one third-party site while refining 
their own e-commerce capabilities. 

Parr notes that "the incredible excitement in the investment 
community associated with metals e-commerce through last year and early 
this year has waned considerably over the past several months." Reason: 
"Increased emphasis on application of tried and true business rules to new 
opportunities . " 

Parr and most other metals market analysts remain convinced that the 
Internet will become a major force in the evolution of steel and nonferrous 
metals marketing and procurement. "However," Parr says, "the ultimate shape 
of the industry is becoming increasingly blurred, as producers, end users 
and service centers undertake e-commerce development activities alongside 
the independent steel and nonferrous Web portals." 

Parr points out that "the viability of independent steel e-commerce 
companies, for example, is no longer being taken for granted, and investor 
groups are asking harder questions about the sources and timing of 
long-term profits before anteing up additional funds." 

For their part, the Web entrepreneurs are pleading for patience. 
Even they don't see an overnight revolution to Web-based metals sales and 



marketing. "The metals industry has, to an extent, grown up over the years 
on a basis of trust and face-to-face relationships," says Peter Sellars, 
CEO of Emetra.com, which plans to launch physical trading of London Metal 
Exchange metals late this summer. "I don't think that relationship selling 
will change overnight. I think it will be a gradual migration to electronic 
platforms . " 

But even before Emetra can get operational in the trillion-dollar 
nonferrous metals trading arena, it's already facing competition from 
another London-based site, Spectron Metals, an e-commerce site trading in 
base and specialty metals, noble metals and bulk ferro alloys. And now, the 
Intercontinental Exchange, a petroleum-trading site being founded by seven 
banks and energy giants, has decided to expand startup capabilities to 



include precious metals. It also plans to expand into base metals, natural 
gas and electrical power. 

Steel at the forefront 

Since the global steel market represents around $600 billion worth 
of annual business, the steel sector has seen the most intense Web activity 
so far, with a number of veterans — and a few new sites — providing 
third-party electronic marketplaces. "With steel being such a big market," 
says analyst Dwyer at Salomon Smith Barney, "the Internet will have the 
most significant impact in the area of steel exchanges, both for producers 
and service centers, as well as the developing raw materials exchanges." 

This is because the Internet is perceived as filling a vacuum in 
steel marketing and sales. Unlike nonferrous metals such as copper and 
aluminum, which have the London Metal Exchange (LME) or the New York 
Mercantile Exchange's Commodity Metals Exchange COMEX) , there's no central 
steel exchange. "The field in steel is clear for online trading and 
auctioning, " notes analyst Jeremy Gray at Morgan Stanley Dean Witter in New 
York. He suggests that within a few years, the Internet could be handling 
60% of the world spot market in steel as buyers adapt to Net-based buying 
as a speedy sourcing tool that can replace excess " just-in-case" 
inventories . 

Forbes Magazine recently created a huge stir in the metals B2B arena 
by listing steel marketplaces e-Steel, Material-Net, Metal Suppliers 
Online, MetalSite, Online Metals and Steel Spider among 200 "Best of the 
Web" B2B sites in operation. The other metals portal listed was 
aluminium.com. Interestingly, however, the portals were cited as today's 
"hottest metals exchanges" for their ability to move excess prime-grade 
steel that is cluttering warehouses and balance sheets, and not for their 
ability to provide steel that meets end-use customer needs. 

Over the past 18 months, Pittsburgh-based MetalSite has grown from 
auction-based architecture to a full-service Web portal encompassing 

full-line product catalogs, full-featured request for quotation (RFQ) 
capabilities, and advanced capabilities for effective supply chain 
management. The site averages 6,000 transactions a month, charging between 
0.25% and 2% per deal. It offers monthly inventory totaling 150,000 tons of 
carbon steel and some stainless. This site appears to be the leading 
performer thus far for an independent e-commerce portal. Equity partners 
include steelmakers Weirton Steel, Bethlehem Steel, LTV Steel, Steel 
Dynamics, service center giant Ryerson Tull and Internet Capital Group. 

The e-Steel marketplace in New York has strategic alliances with 
2,300 metal suppliers across 85 countries and has kept direct investment by 
member companies to a minimum. (Note: e-STEEL has received volume 
commitments for supply from U.S. Steel and Dofasco and for purchases by 
Ford Motor Co.) . Its Web site unites buyers and sellers of primary and 
secondary steel products and allows sales and purchasing professionals to 
haggle in private chat rooms. Cost is between 30 and 88 basis points per 
transaction. The site plans to charge a monthly subscription fee and 
referral fees for financing and logistics services. The company is focused 
on prime, rather than secondary, mill products. 

MaterialNet of Lake Success, N.Y., the youngest of steel's Big 
Three, has more than 400 metals suppliers so it can run reverse auctions 



between buyers and brokers of semifinished products and raw materials. 
Example: A manufacturer enters a request for a quote and service centers 
bid against each other to win the order. Sellers pay a 1.5% to 5% 
transaction fee, based on volume. Materials include carbon, alloy and 
stainless steel, aluminum, copper and brass, titanium and nickel. In July, 
MaterialNet set up a strategic supply alliance with OnlineMetals.com, a 
stocking distributor in Seattle, to expand transactions of cut-to-length 
smaller orders for smaller metalworking businesses. 

OnlineMetals specifically targets orders for many grades of steel 
that are too small for traditional service-centers that move material in 
large sheets. Average order size is $100, and CEO John Byrum says the 
average savings online is 50%. 

MetalSupplier sOnline recently moved to Andover, Mass., and 
relaunched its Web site as a full-service portal though its still generates 
most of its revenues by charging a $500 yearly fee for its database of mill 
service-center and extrusion-shop inventories. The site offers specs on 
nearly 17,000 steel and nonferrous grades. The firm charges 2%-5% for 
transactions made through its auction and RFQ capabilities. 

Steel Spider specializes in excess prime and secondary flat-rolled 
steel. About 50 suppliers pay $200-$300 a month to advertise inventory on 
the site. Steel buyers can search the database or post, free of charge, a 
description of the steel they are looking for in the Post Wanted Steel 
section. The site automatically sends tailored e-mails or faxes when 
material becomes available. 

Among the other North American steel portals are Spot Metals Online, 
Bloomfield Hills, Mich.; SteelBroker, Oakville, Ont . , and SteelSales and 
MetalsSales (basically the same site) in Lehi, Utah, all steel-trading 
specialists. New York-based FerrousExchange is a marketplace that recently 
signed a supply deal with trader Vanomet of Switzerland for "several 
million tons" annually. MetalShopper in Unionville, Conn., features 
listings of prime and excess aluminum, brass, copper, nickel alloys, steel 
and steel alloys, stainless steel and titanium secondary materials. 

BuyStainlessOnline in Bensalem, Pa., has received first-round 
venture capital to improve its Web-based technologies. Mason Fine, 
president, says that "over the next few months, there will be drastic 

improvements to the functionality" at the Web 

site. Fine notes that 

the company already has added a scrap area where site users can 
trade quotes on stainless steel and nickel alloy scrap. The portal claims 
94 registered suppliers, and also offers an auction of stainless steel 
products as well as a quoting service for distributors. 

Probably the hottest offshore steel portal is IsteelAsia.com, a Hong 
Kong-based trading exchange with multilingual capabilities. Founded by a 
consortium of 20 (now 45) steel-related enterprises. Asia's first steel 
exchange portal membership now totals 2,200 from 61 nations in an open, 
nonexclusive environment. The Web site offers buyers and sellers the 
ability to initiate transactions, search for specific products, and 
negotiate secure transactions electronically. 

Europe is expected to go through an e-commerce boom in the near 
future. Steelscreen of Stockholm, Sweden, is the first mover on the 



European market, where steel transactions still are concluded by 
old-fashioned means with faxes, phones and browsing through catalogs. 
"Steelscreen ' s goal is to become a leader in the e-marketplace for metal 
products in Europe," says cofounder Peter Anderberg. Meanwhile, 
London-based Europe-Steel.com is working to expand steel buyers 
transactions with Russian mills, but acts more as a database of steel 
suppliers than as a trading platform. 
Nonferrous has gotten active 

There has been a flurry of Web-based activity this summer in the 
fragmented nonferrous and precious metals markets. 

Aluminium.com this summer added semi-fabricated aluminum products to 
its online exchange. The firm added coiled sheet, cut-to-length sheet, 
re-rolled sheet, foil, plate and extruded aluminum products along with its 
original portfolio of primary, secondary and scrap aluminum. The portal, 
which went online in April, now has more than 1,200 registered buyers and 
sellers representing 94 countries. This autumn, the Web site will be 
launching Copper-market.com as an online exchange. "Our goal is to provide 
a comprehensive, centralized location for the buying and selling of 
nonferrous metals, including aluminum, copper and other metals," says Alan 
Kestenbaum, CEO of aluminium.com. "With the launch of Copper-market.com, we 
are one step closer to achieving this objective." 

Meanwhile, ecopper.com wants to be the key digital marketplace to 
focus solely on copper and copper alloy products and services. The portal 
is being developed in an e-business technology partnership with Integrated 
Concepts Inc. of Addison, Texas. Its Coal is to provide participating 
members with an online portal for buying and selling, content delivery, an 
interactive copper industry community, and exchange of knowledge between 
industry professionals. "Although the copper industry has touched on the 
e-commerce market, it has not fully embraced the benefits of today's 
technology," according to Dave Sheth, president. "Buyers and sellers of 
copper and copper alloy products and services will get real-time and 
customized information, online exchanges, electronic hubs and value-added 
e-markets or digital marketplaces." 

New competition in online copper is coming from Calcutta, India and 
Hong Kong. Syracuse University-trained electrical engineer and copper 
products manufacturer Umaesh K. Khaitan is launching CopperNet.com as a 
full-service global marketplace in Calcutta and has opened a branch in 
North Butler, N.J. The site's trading board enables global buying and 
selling of all copper items listed by supplier members and has an offer and 
inguiry bulletin board. "The Internet will bring tremendous 
transaction-processing savings and competitiveness to the companies that 
use it properly and integrate it into their buying systems," says Khaitan. 

Asia Aluminum Holdings Ltd. in Hong Kong has started both spot and 
futures trading of copper, aluminum and other nonferrous metals at 
i-metal.com The spot business on i-metal.com offers a business-to-business 
online platform divided into primary metals market (ingots), end product 
market and scrap metals. The futures business includes online futures 
trading of the nonferrous metals market on the Shanghai Futures Exchange. 

Meanwhile, WorldWidePM Inc. is being designed as a value-based 
collaborative exchange where buyers will be able to interact with suppliers 
of powder metals. Funding the effort are Hoeganaes Corp. of Cinnaminson, 
N.J., the world's largest producer of powdered metal for use by 



manufacturers in product fabrication, and G5 Technologies of Cherry Hill, 
N.J., a collaborative e-commerce specialist. The industry portal will offer 
users the opportunity to efficiently work together to explore the benefits 
of powder metal versus other metal fabrication methods like machining, 
forging and castings. The portal also will match buyers with manufacturers 
in a secure collaborative environment. 

Interestingly, WorldWidePM is the first of 15 collaborative business 
networks that C5 Technologies has been contracted to identify on behalf of 
Pennsylvania's Lightning Manufacturing project. Lightning Manufacturing is 
an initiative of the Commonwealth of Pennsylvania to facilitate 
opportunities for growth for Pennsylvania companies and to establish 
leadership in e-commerce. Participation in the WorldWidePM marketplace is 
open to all Pennsylvania powder metal manufacturers as a result of the 
commonwealth's role in its development. Note: Pennsylvania has the nation's 
largest concentration of powder metal parts manufacturers. 

Now with a president (A. Alan Turfe), MetalSpectrum is pushing 
technology providers Ariba and i2 Technologies for a September launch of 
its online marketplace for end users, distributors and manufacturers of 
aluminum, stainless steel, copper, brass, nickel alloys and titanium. The 
independent marketplace will be open to all buyers and sellers to 
participate in forward and reverse auctions, plus catalog purchasing and 
supply chain optimization functions, explains Turfe. (He is former 
executive director and interim CEO of the Covisint e-procurement exchange 
being spearheaded by General Motors, Ford Motor and DaimlerChrysler . ) 

Metals suppliers and distributors that are equity partners are: 
Pittsburgh-based Alcoa and Allegheny Technologies (and its divisions 
Allegheny Ludlum and Allvac) ; A.M. Castle & Co . , Franklin Park, 111.; 
Chase Brass & Copper Co., Montpelier, Ohio; Commonwealth Aluminum Sales 
Corp.; Kaiser Aluminum of Houston; North American Stainless; Olin Corp. of 
Norwalk, Conn, (and its divisions Olin Brass and A.J. Oster) ; Outokumpu 
American Brass of Buffalo; Reynolds Aluminum Supply Co. and RASCO Specialty 
Metals of Richmond, Va . ; Thyssen Inc. NA of Detroit (and its TMX 
Distribution Group, including Copper & Brass Sales and Ken-Mac Metals); 
TW Metals Inc., Exton, Pa.; and Vincent Metal Goods/Atlas Ideal Metals of 
Minneapolis . 

The logic used to develop a Web-based marketplace for minor and 
strategic metals trading is the absence of organized exchanges for these 
high-priced but small-volume metals. "The markets are highly fragmented and 
are much smaller than those for the production-grade base metals," says 
Nigel Tunna, managing director of the Metal-Pages.com metals portal. "An 
electronic exchange actually lends itself to that kind of fragmentation in 
that the cost of having a forum to trade antimony is no greater than having 
a place to trade copper." 

But as the online trading systems develop and inevitably consolidate 
into fewer, bigger operators, they might start taking on more of the 
characteristics of true exchanges. 

As transaction fees get squeezed, sites will be seeking revenues 
from financial infrastructure operations such as payment processing, 
freight, import documentation, insurance, trade finance and contract 
warranties. Minor metals specialist Metal Smart.com, for example, which 



operates offices in New York, Sao Paolo, Moscow and Hong Kong, plans to 
offer a wide range of value-added services, such as international and local 
shipping, warehousing, financing, insurance and automated documentation. 

Intercontinental Exchange.com is an intriguing partnership designing 
a B2B exchange to trade petroleum and precious metals this summer. Later it 
will open up the exchange as a marketplace for buyers and sellers. The 



portal plans to expand into base metals and other commodity products. Its 
founding firms are BP Amoco, Deutsche Bank, Goldman Sachs, Morgan Stanley 
Dean Witter, Royal Dutch/Shell Group, SG Investment Banking and the 
Totalfina Elf Group. 

Interestingly, the Intercontinental Exchange sites may not compete 
against pure-play Net market makers, but rather will shake up existing 
commodity exchanges, such as the New York Mercantile Exchange, which trades 
in precious metals and energy. Analysts note that commodity exchanges have 
been slow to adopt electronic trading and slower still to recognize the 
power of Web-based markets. To that extent, the new exchange is less about 
changing industry supply chains and more about bringing greater electronic 
efficiencies to commodity trading and arbitrage (replacing phone calls with 
electronic links). 

This also is the case with the two new London-based Internet 
brokerages (Spectron Metals.com and Emetra.com). These are derivatives 
trading platforms and the first direct Web challenges to the commodity 
metals trading market leader, the LME . 

The LME earlier this summer launched a modernization campaign, but 
industry sources say the Emetra and Spectron Metals sites could pose a 
serious threat to the 123-year-old LME 1 s $2.8 trillion in annual futures 
and options contracts. Rival New York exchange COMEX has just a $100 
billion slice of the pie, while annual off-exchange business — spot and 
contract business — is estimated at another $1.5 trillion. Personal networks 
at the heart of LME will not just whither away, according to analysts. They 
note that the Spectron Metals online trading platform has only done a 
moderate amount of business since it launched earlier this summer. Still, 
Gavin Gross, head of the LME Metals division of metals brokerage Spectron 
Futures Ltd., the Web site's sponsor, says there has been enough activity 
to bring some added liquidity and transparency to the LME metals market. 
"It's not like you have to teach traders how to trade," he says. 

Emetra 's derivatives marketplace is even more ambitious. Scheduled 
to go live by the end of January 2001, it will follow Emetra 's physical 
platform with a range of nonferrous metals. Emetra was founded in February 
as a joint venture between nonferrous metal trading company MG Technologies 
(owned by U.S. energy giant Enron), Internet Capital Group and Safeguard 
International Fund. It had received added funding from Deutsche Boerse. 

Miners, metal makers look at MRO 

In the past few months, some 60 coalitions of multimillion-dollar 
companies have announced plans to build their own electronic procurement 
marketplaces. Two of the newest are the Mining and Metals Marketplace being 
developed by Andersen Consulting for 14 metals and mining companies and 
Metique.com launched by Ispat International and Commerce One. In 1999, 
estimated procurement spending by the nonferrous mining and smelting 



industry was approximately $200 billion. For the iron and steel industry 
worldwide, an estimated $800 billion was spent on raw materials and 
equipment. Both maintain that if big manufacturing companies are forming 
exchanges to squeeze costs out of their own supply chains, why not the 
metal and mining companies? 

MetalMaker also is online as a source of maintenance, repair and 
operations (MRO) supplies, raw materials and energy for the global 
metal-producing industry using industrial procurement software developed by 
Datastream Systems. Ty Roberts, president, says this Chicago-based portal 
is targeting the 30,000 producers of hot metals worldwide along with 
ferrous and nonferrous scrap processors and producers of alloys, alloying 
materials and base metals. 

Founding partners of the Mining and Metals Marketplace are: Alcan 
Aluminum Ltd., Montreal; Alcoa Inc., Pittsburgh; Anglo American pic, 
London; Barrick Gold Corp., Toronto; Broken Hill Proprietary Co., 
Melbourne, Australia; Corporacion Nacional del Cobre de Chile (GODELCO) , 
Santiago, Chile; Companhia Vale do Rio Doce (CVRD) , Rio de Janeiro, Brazil; 
De Beers Consolidated Mines Ltd., Johannesburg, South Africa; Inco Ltd., 
Toronto; Newmont Mining Corp., Denver; Noranda Inc., Toronto; Phelps Dodge 
Corp., Phoenix; Rio Tinto pic, London; and WMC Ltd., Perth, Australia. 
These companies represent in excess of 60% of the market capitalization of 
the global mining and metals industry and are among the world's largest 
producers of aluminum, coal, copper, gold, iron ore, manganese, nickel, 
silver, zinc, industrial minerals and platinum group metals. 

BHP executives expect online buying to cut its supply bill by 
10%-15% annually, while Rio Tinto sees annual savings of $80 million/year 
and Codelco of Chile hopes for $60 million in savings. Reason: The plans 
for this new virtual marketplace include use of a common catalog of 
products in multiple languages and will allow participants to access and 
trade with a large pool of suppliers both locally and around the world, 
explains Tracy A. Stevenson, the interim chief executive officer. (He is 
the former executive vice president for financial services and strategy for 
Australia-based Comalco, a primary aluminum company owned by Rio Tinto.) 

Ispat International, the world's fifth largest steel producer, has 
operations in the U.S., Canada, Mexico, Trinidad, Germany, France and 
Ireland. Ispat International itself has some 5,000 suppliers worldwide, 
with annual procurement spending of $4.5 billion. Lakshmi N. Mittal, CEO, 
says the Metique project "is a way to deliver an enormous business 
transformation through the creation of a business-to-business e-trading 
purchasing community for the steel industry." 

The Web site plans to list prices for key steel industry MRO 
commodities and capital equipment and provide joint-purchasing 
capabilities. "The goal is to help buyers integrate Metique into existing 
procurement processes, as well as develop a list of suppliers that will be 
part of their unique buying network, " says Chris de Bruin, chief operating 
officer. At present, however, London based Metique is providing daily 
breaking news updates on the steel industry worldwide, steel market 
commentaries, stock prices and financial news on the largest publicly 
traded steel companies in the world exchange rates for common currencies 
and industry wide calendar of events. 

PURCHASING'S inside view 

* Market structure: A confusing mix of supplier Web pages, 



third-party marketplaces, auction sites, physical metal and futures 
contract trading portals, 



bulletin-board-dominated sites, 

recent groupings of raw materials (including scrap) portals and mining and 
smelting plant MRO sites. 

* Net penetration: Less than 1/100 of 1% of the estimated $900 
billion annual global marketplace for production-grade and metalworking 
metals. That's $9 million, maybe, this year. The percentage is even lower 
for the estimated $3 trillion in annual metals futures and options 
contracts . 

* The outlook: Eventually, maybe 20%-30% of the production metals 
market will be on the Net, and possibly 30%-40% of the futures trading. But 
that will happen only if producers and service centers start abandoning EDI 
systems for Internet-based sales and delivery systems. Forecasts seeing 60% 
Web penetration for spot steel and 30%-40% Net use for all production 
metals are wildly aggressive. 
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...recent weeks. Metal-Pages is a new Internet portal based in London just 
now collecting registrants around the world seeking to buy base 
metals, ferroalloys and specialty metals. Metal Smart in New York is 
targeting the ferroalloy, noble alloys and minor metals industry, and its 
business plan also calls for an eventual expansion to other 
supply-side products used by the... 

...as online ferroalloys marketplaces to bring North American buyers in 
touch with the predominantly offshore supplier base. 

On the buy side, there's a new global online procurement alliance, 
tentatively called... 

...auction houses and hybrids (for example, at ProcureSteel.com in Signal 
Hill, Calif., buyers can post RFQ documents and await 

responses from potential suppliers) . Also, there are different rules for 
access and... the next few months, there will be drastic improvements to the 
functionality" at the Web site. Fine notes that the company 



already has added a scrap area where site users can trade quotes on 
stainless steel . . . 

...selling of all copper items listed by supplier members and has an offer 
and inquiry bulletin board. "The Internet will bring 

tremendous transaction-processing savings and competitiveness to the 
companies that use ... supplier Web pages, third-party marketplaces, auction 
sites, physical metal and futures contract trading portals, bulletin 
-board-dominated sites, recent groupings of raw materials (including 
scrap) portals and mining and smelting plant... 
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Forget doing RFQs the old-fashioned way. Buyers and suppliers are 
doing their jobs more efficiently on the Internet. 



If the inventor of the wheel had decided to start outsourcing parts, the 
process of requesting quotes would have been pretty much the same as it is 
today. On the supplier end of the request for quote (RFQ) , shops can invest 
heavily in both time and resources to prepare and submit a bid, then never 
hear from the buyer again. At some point, all the parties involved have 
probably wondered if there was a better way to do business. Well, according 
to one e-procurement website, there is. 

SupplierMarket.com is an electronic marketplace where buyers and 
suppliers of manufactured components — metal, plastic, and other types — 
can do business with one another. The site gives 



registered buyers a place to submit an RFQ. Registered 

suppliers can then be matched with a job, or they can browse open RFQs and 
nominate themselves. Suppliers prepare and submit quotes, which the buyer 
compares on-line. Finally, the buyer selects a supplier. 

Sounds easy, doesn't it? The e-company says it is. Basically, 
says Holly Allison, marketing events manager for the Waltham, Mass., based 
company, the Internet takes the traditional RFQ process and turns it 
on its ear. In addition, the site is secure, and everyone — 
supplier and buyer alike — is checked out when registering. 
That way, teenagers, hackers, or anyone else that isn't a legitimate 
manufacturer never logs on in the first place. 

Brett Rockwell, account manager at SupplierMarket.com, says Internet 
sites offer suppliers business in a volume or duration that they might not 
normally get. And says Allison, "This is business for which suppliers have 
not prospected. They have not spent one red cent for marketing, a 
salesperson's salary, or any sort of leave-behind. This is unsolicited 
business, which they can win and add to the bottom line." To further 
illustrate her point, Allison says, "Imagine you're a $5 million shop and, 
all of a sudden, you get a $60,000 RFQ on which you clear maybe 5%. To a 
company that size, the money can mean a new roof, heating system, or 
Christmas bonus for the employees. Or it can mean you work to capacity 
during a week in August instead of idling. " 

In just its first week of business, SupplierMarket.com registered 
1,000 suppliers and $100 million in RFQs. The site, which launched in 
October 1999, currently has over 8,800 registered suppliers (both buyers 
and suppliers at a ratio of 1:1.83, respectively). The idea for 
SupplierMarket.com, interestingly enough, started with the grandfather of 
one of its founders. 

Lou Hansen owns a machine shop, and one day, he was using the 
Internet to locate new business. As Allison puts it, "Typing in ~ screw 1 on 
Yahoo didn't exactly yield the results he was hoping to see." His need 
prompted his grandson, Jon Burgstone, along with Asif Satchu, to found 
SupplierMarket.com. The site now facilitates business-to- 
business e-commerce for small, medium, and large-sized buyers and 
suppliers for any type of direct-manufactured products or materials, 
including fasteners, metals, plastics, and packaging. 

"SupplierMarket.com wanted to be the matching portal for both buyers 
and suppliers so that a company like Lou Hansen's Hansen Enterprises could 
register their core competencies — no matter what their size, " says 
Allison. Core competencies include a company's technical specifications, 
its years in business, and its quality-assurance certifications. 

By company estimates, the site slashes about 70% off 
the time spent preparing RFQs, sending them out, and selecting a supplier. 
Bill Sheehan, director of business development, says, "This relieves so 
many hassles at so many levels, without threatening the procurement guy. 
Often, an e-procurement solution borders on replacing the procurement 
professional. This, however, is a tool for those people to do their jobs 
better and look like heroes." 

The buyer submits an RFQ 

With SupplierMarket.com, registered buyers create an RFQ using a 
standard on-line form. Buyers fill out a description of the part, the 
material from which it is made, the machining processes used to make it, 



and so forth. They also provide other details, such as the delivery terms. 

In addition, the site asks the buyer to upload or fax a CAD drawing 
with the RFQ. The Internet service converts the drawing into a format that 
everyone can view — no matter what Internet browser is used — ensuring 
that all suppliers see the same rendering of a part. 

On the RFQ, the buyer determines how many bids he will accept, the 
timeframe for bids, and the geographic areas from which suppliers will be 
accepted. 

The service provides tutorials and on-line help for new users. 
Allison says, "If you are on our site and pause at any of our fields for 
longer than 30 sec, a face pops up, asking you if you need help. If you do, 
we'll conduct a live, interactive chat to get you past that roadblock." 

Suppliers register 

Suppliers interested in registering at the site have to provide 
accurate information about their companies. Among other things, a 
registrant must supply the name, address, and phone number of the company; 
its annual sales; square footage of the facilities; and the company's 
quality certifications (if any) . 

Allison says there is a stringent approval process: "Our customer 
service department goes through three separate web verifications of a 
registration profile. No one goes up on the site until we speak directly to 
them, and their information has to match up completely. If there is a 
discrepancy, that person is not allowed on the site." The site also 
verifies information through Dun & Bradstreet as well as Infoseek.com, 
Yahoo Yellow Pages, and InfoLookup. 

Matching buyer with suppliers 

After the buyer and his bid check out, SupplierMarket.com 
posts the RFQ and notifies all registered suppliers with 

capabilities that match the buyer's specifications. In addition, registered 
suppliers can nominate themselves for a job if they see it while they are 
browsing open RFQs . 

"Say you ask for a supplier within a 200 mile distance of 
Detroit, " remarks Allison, "one that has to have at least $8 million in 
annual sales, and one that is minority owned. We'll return to you only the 
suppliers that meet those qualifications and that can meet the RFQ. 
Registered buyers — say they just bought a new piece of equipment 
or just acquired another company — can also browse through all the 
open RFQs. If they find something they can handle, they can nominate 
themselves . " 

In some cases, comments Rockwell, "We might have 50 suppliers that 
fit the bill. If so, we ask the buyer to narrow the field — perhaps by 
limiting bids to a certain geographical region." He says that to be an 
effective tool for the buyer, the reverse auction should only pit 5 to 10 
suppliers against each other. That way, the buyer doesn't spend an 
excessive amount of time screening the bids. 

The buyer, of course, always gets the final cut. He can review the 
self-nominated and the site-matched companies and eliminate anyone he 
chooses. The buyer can also ask that his regular suppliers be invited into 
the bidding. 

The bid 

Once the buyer and the suppliers are lined up, the real fun begins. 
In a traditional RFQ process, the buyer can receive a barrage of phone 



calls from suppliers trying to clarify the job parameters. Maybe it's a 
question about tolerances or about a certain part feature, like a hole. 
Fortunately, this kind of Internet service excels in this part of the 
process . 

The site lets suppliers post questions about an RFQ on 
a message board. The beauty of this system is that the buyer only responds 
once to any given question. Everyone involved in the bidding gets an e-mail 
about the posting. This means that the buyer is not wasting time answering 

the same question repeatedly, and, for the supplier, the playing field is 
level when the bidding starts. 

"For buyers alone, the timesavings is worth it," explains Allison. 
"The fact that we drive down costs anywhere from 15% to 20% is just a 
bonus. With us, the buyer can set the date and time of the auction, along 
with the nomination period. We've done the negotiating for you." 

The site uses a reverse-auction format, which it feels provides the 
best value for the buyer and healthy competition for the supplier. Although 
suppliers may be somewhat hesitant at first, they soon enjoy the 
head-to-head competition found in a real-time reverse auction, reports 
Sheehan. 

"The auction itself is neutral in that everyone sees everything about 
everybody," he says. "At first that sounds like a bad thing for suppliers, 
but in fact, some suppliers like this better than sealed bidding because 
they now know what the competitive bids are. And they aren't left wondering 
why they weren't chosen." 

Rockwell says the company is getting great feedback from the 
participants — even the ones that didn't win a bid. "They all say it was a 
good experience and that the auction really kept them on the edge of their 
chairs . " 

A key advantage of the site is that it lets small to medium-sized 
companies compete directly with larger tier ones and tier twos for equal 
business. For example, says Allison, the site doesn't recognize the 
difference between a $10,000 RFQ and a $10 billion RFQ. "It's the same with 
the human aspect of our company," she remarks. "The same number of people 
are involved in the $10,000 RFQ as there are in the $10 billion RFQ. We're 
completely neutral, favoring neither buyers nor suppliers." 

One of the more interesting aspects of the site is that it allows for 
multi-line, or line-item, bidding. Buyers can write an RFQ with many lines 
(parts), giving suppliers the option to bid on the individual lines of the 
RFQ, the entire RFQ, or subsections of the whole order. The buyer, in turn, 
has the opportunity to select either a supplier or group of suppliers based 
on the bids. 

The newest version of SupplierMarket.com boasts an extended bidding 
feature. This prevents someone from waiting until the last minute to bid to 
undercut everyone else. If a low bid is submitted within the last five 
minutes of the auction, the session is automatically extended five min. If 
a bid is placed during the extended session, then the auction is extended 
another five min, and so on. An easy way to think of it: An extended 
bidding session is to an auction what automatic overtime is for a playoff 
game. It keeps the competition fair. 

If, at any given time, a supplier simply can't participate in an 



auction, supplier managers at SupplierMarket.com can accept bids on its 
behalf. Suppliers can tell the supplier manager to submit an initial bid, 
and then, if the bidding reaches a certain point, enter a lower bid. 
Supplier managers also answer questions that a buyer or a supplier might 
have during the auction. 

At long last, acceptance 

The final step in the on-line process is picking the winning bid. 
Once all the quotes are in, the buyer gets a list of all the bids and the 
specifics of each bidder. While listed in order from highest to lowest, the 
bid list also contains registration information on each supplier. 

That's why it is important that suppliers fill in the registration 
forms completely, recommends Sheehan. In some cases, a buyer will make his 
final selection based on other factors than the lowest price -- for 
example, whether the supplier is ISO 9000 certified or minority-owned. 
"It's not always the lowest bid," he reports, "but the best value." 

Most RFQs settle terms such as delivery. However, SupplierMarket ' s 
account managers make sure that once an order is made, there is "due 
diligence." This means that the supplier provides what he says he will and 
the buyer will pay him on time. 

The site does have a ranking system, similar to how Amazon.com has 
readers rank books and CDs. Companies can review comments about buyers and 
suppliers alike. Here is where companies can detail their experiences with 
each other — for instance, if a supplier doesn't deliver as promised or a 
buyer is a slow pay. 

But at what cost? 

The site charges a transaction fee of 2% to 4% of the closing RFQ 
value. Only the winning supplier pays the fee — the services are free to 
the buyer and the other suppliers. 

The pricing structure is as follows: Business of $100,000 (total 
value of the RFQ) is charged 4%. Between $100,000 and $500,000, it drops to 
3%, and anything above $500,000 is 2%. 

There are no restrictions on future business between buyer and 
winning supplier. In fact, says Allison, her company hopes that the 
relationship between the two is such that the buyer automatically turns to 
the supplier for his next job. "We have no dibs on secondary contracts, " 
she adds . 

In the future, SupplierMarket.com promises to add features that will 
improve the collaboration between suppliers, buyers, and the sites 
themselves. Partnerships with logistics providers and financial 
institutions could be two such enhancements. 

The company knows that there are still plenty of skeptics around, but 
in the long run, they see companies embracing this kind of technology. 
"These companies are smart," says Sheehan. "Right now, they're wondering 
how they can embrace these new technologies without some huge investment in 
new software. Sites like ours provide Internet solutions — all you really 
need is a blueprint and an Internet connection." 

(ILLUSTRATIONS OMITTED) 

RELATED ARTICLE: In the market for a supplier? 

During its beta testing phase, SupplierMarket.com asked Universal 
Products Inc., Brockton, Mass., to help it meet the needs of an industrial 
customer. The custom stamping and assembly house serves the capacitor, 
battery, appliance, medical, and aerospace industries and was the perfect 



guinea pig for the new Internet site. 

Now that the site is up and running, Universal Products has 



registered as both a buyer and a supplier. Adam Rubin, 

company vice president, recommends the service, stating, "This is 

the way business is going to be conducted. If shops don't get on 

now, their competition is going to beat them to it . I think companies are 

either going to participate willingly, or they won't be around to 

participate at all." 

Although the company has not yet gone through a bidding process as a 
supplier, it did have the chance to outsource a job using 

SupplierMarket.com. "The experience was an efficient use of time. It was 
easy, quick, and didn't cost me any money," states Rubin. 

His job involved purchasing aluminum dummy pins for his capacitor 
assemblies. "Basically, I wanted to know if we were getting a good price 
from my existing vendor and if I could better the price from some potential 
source I've never heard of before," he explains. 

Rubin faxed in SupplierMarket.com a copy of his print and then 
specified the number of pieces for which he needed a quote. He ended up 
with five bids and saved roughly five hours of work. "If you look over the 
hundreds of thousands of components that I'm either manufacturing or 
buying, five hours is a lot of time," he says. 

Initially, he was concerned that he was giving up a lot of the 
control he had over the RFQ process. "When you're doing the research, you 
learn about the vendors and their capabilities. With SupplierMarket.com, 
you're relying on them to secure the information and to do the 
prequalif ication process." 

The concept was strange at first, but he soon got past it. "Once the 
bidding starts, you can see the supplier qualifications. If you don't like 
someone's qualifications, you don't have to use that vendor. So my concern 
turned out to be a fear over nothing." 

As of yet, Rubin has not been matched up with an RFQ as a supplier. 
But he says it is just a matter of time and that he looks forward to the 
experience. "Now that I've seen how the process works as a buyer, I think I 
am better prepared than someone trying the service for the first time, " he 
explains . 

RELATED ARTICLE: The new kid on the block 

E-procurement sites are springing up all over the Internet. In 
addition to SupplierMarket.com, machine shops can use FreeMarkets.com, 
Ariba.com, and CommerceOne.com. One brand new site, which launches this 
month, is SupplierOne.com. Although it currently focuses on matching OEMs 
and suppliers of machined parts, castings, sheet-metal parts, extruded 
parts, blow-molded components, and injection-molded parts, it will soon 
include other categories. 

This new site has been in beta testing since November 1999, but it 
already has more than 1,000 registered suppliers and $25 million in 
potential orders. "This type of technology is ideally suited to the 
outsourcing found in industry today," says Art French, SupplierOne.com CEO. 
And in lean times, it can help a shop maintain full capacity. 



Sourabh Niyogi, president and founder of the Houston-based company, 
says that using the Internet can save both buyers and suppliers time and 
money: "All the time that buyers spent phoning and faxing is now replaced 
with a couple of minutes of submitting an RFQ and placing an order. Buyers 
save money by having suppliers compete for a particular job. Suppliers, on 
the other hand, have a new forum to earn business that they wouldn't have 
ordinarily seen before — with almost zero investment." 

SupplierOne.com offers three bidding choices. The first, a sealed 
bid, is a traditional approach, where suppliers do not see competitor's 
bids. The second choice, open competition, lets suppliers see one another's 
bids. Reverse auction, the final choice, not only lets suppliers see 
other's bids, but it also requires that new bids be lower than the lowest 
submitted bid. The company reports that most of its buyers opt for the 

sealed-bid format. Many of its customers say that they are more comfortable 
with this traditional method. 

The buyer is not charged for using the Internet service. On the 
supplier side, only the winning company pays a transaction fee. This fee 
ranges from 2% to 4% of the closing RFQ value. 

Although the Internet is where the initial deal is made, Niyogi says 
that the final terms are arranged between the buyer and supplier. "We don't 
prevent or discourage the buyer from making a site visit. In many cases we 
believe that's necessary to set up long-term arrangements. However, we 
streamline the paperwork process as fully as possible taking advantage of 
all the things the Internet can do." 

French reports that the agreement reached through SupplierOne.com is 
like any agreement. "It's the same whether it's done on-line or 
face-to-face. The buyer always has options if the quality aspects or the 
delivery aspects are not met as promised." 

SupplierOne.com currently verifies suppliers and buyers by checking 
their information with Dun & Bradstreet. And, in the future, Niyogi 
states, "We will be using other financial databases to verify that the 
buyer, in fact, can be a paying customer of a particular supplier and to 
show buyers the supplier's financial health." 

The site already has satisfied customers such as Dynacut Inc. of 
Springtown, Pa., and Ram Winch and Hoist Co., based in Houston. These two 
buyers have not only saved time during the RFQ process but also cut the 
prices they had to pay for parts. 

Russell Slegel, who handles prototype development and design for 
Dynacut, says his company sometimes gets strapped for time and can't make 
parts for its cutoff machinery. Because many of Dynacut ' s local suppliers 
have closed shop over the years, Slegel used the Internet to find new 
business partners. "We're using the Internet to outsource a lot of our 
parts," he comments. 

All of Slegel 's on-line experiences have been positive. On one job, 
he posted an RFQ for a high-precision, aircraft-aluminum 

rotary seal housing. The part is black anodized and has bore and threading 
tolerances of 0.0005 in. 

The last time Dynacut had a large quantity of the parts made was 
years ago, by a friend of the owner, who gave the company a deal. "We got 
the parts for $7.50 each," says Slegel. When it came time to re-order, 



Dynacut figured that the part would cost about $16. "When we went on 
SupplierOne.com, we got one quote for $18, one for $17, one for $9, and one 
for $6.95," Slegel remembers. The winning bid, the one for $6.95, came from 
a CNG shop in Milwaukee. 

"I can't see how anyone could have a bad experience with this," says 
Slegel. "You post an RFQ, and the worst thing that can happen 
is that no one bids on it. And if no one bids on it, chances are that 
you're not getting any bids around your hometown either." 

According to Slegel, filling out the RFQ was a breeze. It took just 
15 min. "You fill in your information, attach a blueprint, and send in the 
RFQ. Within two to three days, SupplierOne.com sends an e-mail reminding 
you to stop by the site and check out the quotes," says Slegel. "I 
generally give it a week to make sure I have three or four bids," he adds. 

Slegel just went through a traditional bid process and only ended up 
with one bidder. "It was no picnic calling all those shops and being put on 
hold," he remarks. He estimates that SupplierOne.com saved him at least 
four hours of extra work. 

Jerry Browning, a buyer for Ram Winch and Hoist, has a similar story. 
The company, which services the offshore oil field market, makes winches, 
hoists, and custom material-handling systems. It outsources all of its 
machine work. 

Browning says he stumbled across SupplierOne.com and decided to give 
it a shot. He sent in an RFQ on a small fastener made from 316 stainless 
steel hex bar. "I got a great price on it," he remarks. "Apparently the 
supplier had some of the stock laying around, which is the biggest problem 
with a job like this — it costs so much to get the material. And the job 
was only for 50 pieces." 

To test the service, he also asked local machine shops for quotes. "I 
had to copy the drawing, fax each supplier, wait for the faxes to come 
back, and go over the pricing," he says. "Depending on how many vendors you 
talk to, this process can take a couple of hours or more. With the website, 
I finished my RFQ in 10 min. I simply check the site once a day to see the 
bids." He has also made use of the site's electronic bulletin 
board, which he thinks is a great way to answer supplier questions. 

Browning received approximately 10 quotes on his job, with a high 
price of $14 each and a low price of about $6.50. 

Once Browning selected a supplier, he called the company to discuss 
terms. "We set it up just as we would with any other vendor," he claims. If 
the parts weren't up to spec, Ram could always return them. 

Browning says he will continue to use the service. "In Houston, the 
oil-field business is in a drought, so it's easy to get a good rate on 
machine-shop work. But when things start booming, you often have to 
overpay. I'm expanding my vendor database and getting first-rate quotes 
without doing all the legwork. Suppliers come to me." 
We want your feedback. 
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. . .marketplace where buyers and suppliers of manufactured components — 
metal, plastic, and other types — can do business with one another. 
The site gives registered buyers a place to submit an RFQ. 
Registered suppliers can then be matched with a job, or they can 
browse open RFQs and. . . 

...prepare and submit guotes, which the buyer compares on-line. Finally, 
the buyer selects a 



supplier . 

Sounds easy, doesn't it? The e-company says it is. Basically, 
says Holly Allison, marketing events manager for the Waltham, Mass., based 
company, the Internet takes the traditional RFQ process and turns it 
on its ear. In addition, the site is secure, and everyone — 
supplier and buyer alike — is checked out when registering. 
That way, teenagers, hackers, or anyone else that isn't a legitimate 
manufacturer never logs... 

...need prompted his grandson, Jon Burgstone, along with Asif Satchu, to 
found SupplierMarket.com. The site now facilitates business 
-to-business e-commerce for small, medium, and large-sized buyers 
and suppliers for any type of... 

...a company's technical specifications, its years in business, and its 
quality-assurance certifications . 

By company estimates, the site slashes about 70% off 
the time spent preparing RFQs, sending them out, and selecting a. . . 

. . . Inf oLookup . 

Matching buyer with suppliers 

After the buyer and his bid check out, SupplierMarket.com 
posts the RFQ and notifies all registered suppliers with 
capabilities that match the buyer's specifications. In addition... 

...if they see it while they are browsing open RFQs. 

"Say you ask for a supplier within a 200 mile distance of 



Detroit," remarks Allison, "one that has to have at. 



...to you only the suppliers that meet those qualifications and that can 
meet the RFQ . Registered buyers — say they just bought a new piece 
of equipment or just acquired another company — can also browse 
through all the open RFQs. If they find something they can handle... 

...kind of Internet service excels in this part of the process. 

The site lets suppliers post questions about an RFQ on 
a message board. The beauty of this system is that the buyer only responds 
...the new Internet site. 

Now that the site is up and running, Universal Products has 
registered as both a buyer and a supplier. Adam Rubin, 
company vice president, recommends the service, stating, "This is 
the way business is going to be conducted. If shops don't get on 
now, their competition is ... comments . 

All of Slegel's on-line experiences have been positive. On one job, 
he posted an RFQ for a high-precision, aircraft-aluminum 
rotary seal housing. The part is black anodized and. . . 

...can't see how anyone could have a bad experience with this," says 
Slegel. "You post an RFQ, and the worst thing that can happen 
is that no one bids on it. And... 

...day to see the bids." He has also made use of the site's electronic 
bulletin board, which he thinks is a great way to answer 
supplier questions. 

Browning received approximately 10... 
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WALT HAM, Mass. — (BUSINESS WIRE) — Dec. 21, 1999 

SupplierMarket.com Launches Version 2.0 Easing Registration and 
Enhancing Bidding; Simmons Mattress Saves Over $400,000 in less than 
30 Minutes on SupplierMarket.com 

SupplierMarket.com has launched version 2.0 of its leading Internet 
marketplace for the buying and selling of built-to-order , industrial 
manufactured products. Upgrades in the new site version include 
industry-related content, credit reports and dynamic bidding extensions. 

"SupplierMarket.com is one of the best ideas of 1999," said Tony 
Lockwood, editor-in-chief of Desktop Engineering. "As a founding editor of 

Byte magazine's online service back in the mid 80 's and now as 
editor-in-chief of Desktop Engineering, I hear about many new companies in 
the high-tech and Internet arena. SupplierMarket.com offers the 
manufacturing industry an easy-to-implement solution to market 
inefficiencies and creates a precedent for sharing information - one that 
is truly Web-based. Many companies have a good idea, but SupplierMarket.com 
has brought theirs to fruition." 

SupplierMarket.com version 2.0 is a 100 percent Internet solution 
that provides buyers the ability to source new suppliers and suppliers the 
ability to find new business. This provides small to large 

industrial manufacturers a rapid, highly scalable, cost-effective solution 
for electronic commerce that has never been available previously. 
SupplierMarket.com provides sourcing tools, dynamic bidding services, 
supplier self-registration and configuration, credit reports 
and other e-Commerce services. 

"Recently, Simmons posted a contract on the SupplierMarket.com 
Website and we saved over $400,000 in less than 30 minutes," said Leo T. 
Brennan, Simmons vice president of material management for Simmons Mattress 
Company. "The site was simple to use and, because there is no 
software to integrate, we saved not only money but valuable time." 

Major enhancements in version 2.0 include: 

— Parametric searching on parametrically rationalized request for 
quotes (RFQs) and other content 

— Industry-related content from leading industry sources 

— Expanded capability search and selection 

— Streamlined self-registration and configuration 

— Detailed, easy-to-follow instructions for first time users 

— Email notification of RFQ events for active bids 

— Embedded chat capability for each RFQ posting prior 
to bidding 

— Enhanced bidding, including bidding extensions based on activity 

— Credit reports for buyer and supplier qualification 

— Expansion of the marketplace to include Canada and Mexico 

"In the two months since we launched, customers have given us very 
positive feedback about the site as well as suggestions for making the site 
better," said Jon Burgstone, co-founder and CEO of SupplierMarket.com. "Our 



internal development team is industrious and focused on advancing the site 
to meet customer needs." 

SupplierMarket.com version 2.0 is available immediately at 
www . suppliermarket . com . 

About SupplierMarket.com 

Headquartered in Waltham, Mass., SupplierMarket.com is an online 
marketplace that provides mutual benefits to buyers and suppliers of 
built-to-order parts. To use this unique online marketplace, companies only 
need an Internet connection; there is no investment in IT infrastructure, 
training or subscription fees. Through sophisticated matching and 
information technology, the SupplierMarket.com site enables manufacturers 
to broaden their supply base as well as secure more customers. The complete 
procurement process culminates in a live, online bidding event between 
buyers and qualified suppliers saving businesses time and money. 
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. . .provides buyers the ability to source new suppliers and suppliers the 
ability to find new business. This provides small to large 

industrial manufacturers a rapid, highly scalable, cost-effective solution 
for. . . 

...commerce that has never been available previously. SupplierMarket.com 
provides sourcing tools, dynamic bidding services, supplier self- 
registration and configuration, credit reports and other e-Commerce 
services . 

"Recently, Simmons posted a contract on. . . 

...30 minutes," said Leo T. Brennan, Simmons vice president of material 

management for Simmons Mattress Company. "The site was simple 

to use and, because there is no software to integrate, we saved not... 

. . .time users 

— Email notification of RFQ events for active bids 

— Embedded chat capability for each RFQ posting prior 
to bidding 

— Enhanced bidding, including bidding extensions based on activity 



— Credit reports for buyer. 
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Newest Versions of Domino Intranet Starter Pack, Domino . Merchant Server 



Pack and Instant ! TEAMROOM Available Within 3 0 Days 
CAMBRIDGE, Mass., March 26 /PRNewswire/ — Lotus today announced that 
it will begin shipping Domino Intranet Starter Pack 2.0 and Domino . Merchant 
2.0 Server Pack within two weeks. These solutions allow small and 
medium-sized businesses (SMB) to quickly and cost-effectively implement 
intranet and e-business solutions that leverage Domino, the industry's 
leading messaging and groupware solution. Domino Intranet Starter Pack 2.0, 
a powerful yet easy-to-use intranet solution that delivers world class 
messaging, enables growing businesses to quickly realize the productivity 
benefits of standards-based Internet mail, group calendaring, faxing, 
information sharing and network collaboration. 

Domino . Merchant 2.0 Server Pack is a complete, customizable software 
solution that helps smaller, growing businesses take maximum advantage of 
leading edge Internet commerce technologies. This award-winning product 
provides everything required to deploy an Internet commerce-enabled Web 
site quickly and easily, with minimal Internet programming experience. 
Lotus also announced today that an updated version of Instant ! TEAMROOM, 
Lotus' first Instant ! -branded, user-initiated groupware application, will 
be available to Lotus 'Net Service Providers (NSPs) in April. These three 
offerings comprise the cornerstone of Lotus' overall SMB initiative, 
designed to provide small and medium-sized businesses with easy-to-use, 
collaborative solutions that leverage the powerful, inherent capabilities 
in Domino, such as workflow, security and replication, to effectively 
communicate among employees, partners, vendors and customers. 



"Growing businesses need solutions that allow them to quickly gain a 
competitive advantage in today's fast-paced economy," said Eileen Rudden, 
senior vice president of Lotus' Communications Products Division. "These 
productivity-enhancing solutions allow organizations to leverage the 
Internet to communicate and collaborate with their constituencies and 
automate their existing operations." 

Domino Intranet Starter Pack 2.0 Provides Users Most Robust 

Messaging and Mobile Capabilities 
Domino Intranet Starter Pack 2.0 is a packaged intranet solution that 
includes the Lotus Domino server, a choice of five Lotus Notes 4.6 clients 
or Microsoft Internet Explorer 4.0/Netscape Navigator 4.0 Web browsers, 
Internet mail and calendaring, and 12 ready-to-work business applications. 
Once deployed, users benefit from communication with Internet mail, phone 
directory, document sharing and online discussions. Customers also can 
automate business processes by using customer, project and account 
management applications, and create an engaging Web site with a few simple 
steps . 

The Notes 4.6 client enables users to benefit from Notes' world class 
messaging and mobility. Utilizing Notes' unparalleled mobile support, 
disconnected users receive rich functionality, allowing them to access 
their e-mail, calendaring and scheduling, and other intranet applications 
as they work remotely. Domino Intranet Starter Pack 2.0' s advanced 
calendaring and scheduling capabilities enable Internet mail and 
calendaring users to take advantage of free-time search and directory 
lookup capabilities. In addition, users can send faxes right from their 
desktop and because the fax server integrates with their messaging system, 
users can send messages to a wide audience and specify whether a recipient 
should receive the message via fax or e-mail. 

Domino . Merchant 2.0 Server Pack Enables End-to-End 
Commerce Solution to Encompass The Entire Selling Cycle 

Domino . Merchant 2.0 Server Pack provides electronic commerce 
application templates, including an online storefront, multiple product 
catalogs and real-time, workf low-augmented order processing capabilities to 
enable growing businesses to have electronic commerce capabilities that 
mirror their existing business processes. The commerce applications help 
merchants establish long-term relationships with Web users through new and 
updated commerce capabilities that: 

Offer one-to-one marketing capabilities, including discounts and 
promotions designed for specific people, groups and organizations; Provide 
real-time order processing capabilities through connections to CyberCash 
payment software, Taxware International's taxation software, and 
integration with United Parcel Service's (UPS) track and trace systems; 
Securely sell and deliver digital goods online; and Integrate with existing 
EDI-based systems with an included demonstration version of Market Data 
System's (http://www.mdsgroup.com) ecCENTRIC EDI product, supporting 
outbound X.12 and EDIFACT EDI capabilities. 

Also included with Domino . Merchant 2.0 Server Pack is SiteCreator 2.0, 
an easy-to-use Web site creation wizard that walks business 
professionals through the process of describing the way their Web site 



needs to work, and then rapidly assembles complex software components for 
maximum site efficiency. In addition to e-commerce applications, the 

software includes a complete set of non-commerce applications, enabling 
smaller businesses to provide a complete external e-business presence for 
their customers. 

Together these features provide growing organizations everything 
necessary to quickly establish an affordable business-to-business and 
business-to-consumer e-commerce presence. Domino . Merchant 2.0 Server Pack 
helps small organizations compete with larger organizations by extending 
e-commerce beyond the boundaries of transaction processing to include all 
of the pre- and post-sales activities required to get the 
greatest return on an e-commerce investment. This complete e-commerce 
solution, building on the core applications of the Domino Intranet Starter 
Pack, offers users market-leading content management features and tight 
integration with groupware technologies that are critical to the 
development of workflow applications. 

"Lotus has provided small businesses with an e-commerce application 
that is powerful, quick and easy to use, " said Clyde Shiigi, vice 
president, Datahouse. "Domino . Merchant has helped our customers make full 
use of the Internet and expand their small businesses to attract a larger 



audience . " 

Teams Collaborate On the Web Instantly 

Through Rentable Applications 
Instant ! TEAMROOM 1.5, the updated version of Lotus' first Instant !- 
branded, user-initiated groupware application, is expected to be available 
to Lotus 'Net Service Providers ('NSPs) in April. Instant ! TEAMROOM allows 
workgroups and teams to self -subscribe via ' NSPs to quickly and easily 
establish a private workspace outside of any one corporate firewall on the 
Web for collaborating on projects in an accessible, secure and affordable 
manner. This updated version is based on the Domino Instant! Host platform, 
the hosting platform which enables end-user self -subscription to 
Domino-based collaborative applications, including Lotus' 

Instant ! TEAMROOM, and will offer a new, more graphical user interface and 
selective e-mail notification of new teamroom postings. 

Business Partners and VARs Utilize Lotus' SMB Offerings 

to Provide Customers Competitive Advantage 
Both Domino Intranet Starter Pack 2.0 and Domino . Merchant 2.0 Server 
Pack are fully customizable for Business Partners and value-added resellers 
(VARs) who want to build add-on business applications for a customer's 
intranet or Internet infrastructure, enabling growing businesses to 
increase profitability by utilizing e-business applications. With the 
enhanced customization options in Domino Intranet Starter Pack 2.0 and 
Domino . Merchant 2.0 Server Pack, Business Partners and VARs can easily plug 
in custom or add-on business applications to a customer's intranet, 
enabling them to tailor the solution as the customer's business needs 
expand. By developing user-initiated applications with Instant ! TEAMROOM for 



Domino Instant! Host, Business Partners and VARS are able to reach a 
broader market of customers and teams. 

"Domino Intranet Starter Pack 2.0 allows us to deploy solutions in a 
quick and powerful manner, offering an immediate return on our 
investments, " said Russ Bryant, vice president, Trinity Technologies 
Consulting Inc. "Our SMB customers were looking for an e-mail and 
application network that was easy to install and maintain, and Domino 
Intranet Starter Pack 2.0 provided these benefits, as well as a strategic 
solution to solve business problems." 

Lotus Provides Business Partners and VARs Services and Support 
In addition to providing a complete set of offerings, Lotus is 
continuing its channel initiatives to enable its Business Partners, 'NSPs, 
Internet Service Vendors (ISVs) and VARs to implement and support these 
solutions for their growing business customers. VAR Central, a Web 
site managed by Lotus' Business Partner Enablement group, 

provides Domino Intranet Starter Pack 2.0 and Domino . Merchant 2.0 Server 
Pack product information, and materials for download and self-paced 
training. After passing a brief technical exam, VARs and Business Partners 
can post their company's contact information and URLs on Lotus' product 
page, providing them with an additional vehicle for attracting potential 
customers. Business Partners and VARs can access the site at 
http://www.lotus.com/var Information on Instant ! TEAMROOM can be accessed at 
http : / /www .lotus . com/ instant . 

In addition, Lotus offers the e-business Development for Growing 
Enterprises (eDGE) fund, a program that supports Business Partners and VARs 
in the development and deployment of Lotus Domino-based e-business 
solutions for small and medium-size businesses. Details on the program can 
be found on the eDGE fund Web page at 
http: //developmentfund.nfibonline. com. 

Pricing and Availability 

Domino Intranet Starter Pack 2.0 will be available on the Windows NT 
platform in both English and International English for an estimated retail 
price (ERP) of $1695.00. Domino . Merchant 2.0 Server Pack, part of the IBM 
Net. Commerce family of e-commerce products, will be available on Windows NT 
for an ERP of $3495.00 for a single processor and $8995.00 for a 
multiprocessor. Upgrade pricing of $2621.00 (ERP) to Domino . Merchant 2.0 
Server Pack is available to licensed users of Domino . Merchant 1.0, Domino 
Intranet Starter Pack 1.0 and Domino Intranet Starter Pack 2.0. 
Instant ! TEAMROOM subscriptions are available through a growing list of 
Lotus Business Partners, ISPs, 'NSPs and Alliance Partners via links from 
the Instant ! TEAMROOM Web site (http://www.lotus.com/instant). Subscription 
rates are determined by the individual ISPs, 'NSPs and Alliance Partners 
hosting the service. Instant ! TEAMROOM currently supports Netscape Navigator 
3.x and Microsoft Internet Explorer 4.x. 

Lotus Development Corporation, founded in 1982, is a subsidiary of IBM 
Corporation. Lotus offers high quality software products and services that 
reflect the company's unique understanding of the new ways in which 
individuals and businesses must work together to achieve success. Lotus' 
innovative approach is evident in a new class of applications that allow 
users to access and communicate information in ways never before possible, 
both within and beyond organizational boundaries. Lotus now markets its 
products in more than 80 countries worldwide and provides numerous 



professional consulting, support and education services through the Lotus 
Services Group. 

Lotus and Lotus Notes are 

registered trademarks, and Domino, 

Domino Intranet Starter Pack, Domino . Merchant Server Pack, 
SiteCreator and Instant ! TEAMROOM are trademarks of Lotus Development 
Corporation. All other company names and products are 
trademarks or registered trademarks of their respective companies. 

EDITOR'S NOTE: All Lotus news releases are available on the Internet, 
via the Lotus Development Corp. Home Page at http://www.Lotus.com. The 
Lotus Home Page is an easy way to find information about Lotus and its 
business partners' products and services. 

A copy of this release and other company information are also 
available via fax by dialing 1-800-57-LOTUS within the U.S. and Canada or 
201-946-2336 outside the U.S. and Canada. 
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... Domino . Merchant 2.0 Server Pack is SiteCreator 2.0, an easy-to-use Web 
site creation wizard that walks business professionals 

through the process of describing the way their Web site needs to work, and 



. . . e-commerce beyond the boundaries of transaction processing to include 
all of the pre- and post-sales activities required to get the 
greatest return on an e-commerce investment. This complete e-commerce 
solution ... to implement and support these solutions for their growing 
business customers. VAR Central, a Web site managed by Lotus' 
Business Partner Enablement group, provides Domino Intranet Starter 
Pack 2.0 and Domino . Merchant 2.0... 

...consulting, support and education services through the Lotus Services 
Group . 

Lotus and Lotus Notes are registered trademarks, and Domino, 
Domino Intranet Starter Pack, Domino . Merchant Server Pack, 
SiteCreator and Instant ! TEAMROOM are trademarks of Lotus Development 
Corporation. All other company names and products are 
trademarks or registered trademarks of their respective companies. 

EDITOR'S NOTE: All Lotus news releases are available on... 
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Aesco Electronics Inc. 



www. aesco . com 

While some companies have decided to throw themselves full force into 



the world of electronic commerce, Aesco Electronics Inc. has opted to ease 
into it. 

To ensure that it will be able to handle what lies ahead in the realm 
of Internet-based commerce, the company is concentrating its present 

energies on ramping up internal capacity, according to William R. Feth, 
president of Aesco, Akron, Ohio. 

The electronics, mechanical, and passive-components distributor 
recently networked its desktop computers to better accommodate its 
electronic data interchange (EDI) program. Customers and suppliers are able 
to tap into the network via the Internet, Feth said. 

"For years, we had everything set up as a stand-alone PC," he said. 
"The network will allow us to better communicate with each other. We'll be 
able to send information back and forth on the desktop level." 

Besides those efforts, the company has started to distribute and 
receive purchase orders, stock status reports, and product information via 
e-mail and electronic, computer-based fax transmissions, helping Aesco meet 
its goal of being less paper-dependent, according to Feth. 

Although the company has an informational Web site, it 
has shied away from doing much with it because problems with operating a 
virtual store still exist, Feth said. 

Security issues, reliability concerns, and the cost of installing 
Internet procurement systems are some of the factors that have to be 
considered at this stage, according to Feth. Once the technology becomes 
more commonplace, Aesco may expand its service offerings, he added. 

"Right now, we are using the Internet as a communication tool and as a 
bulletin board," Feth said. "We want to make sure our 

internal systems are up and running, and then we'll take a look at this in 
the future . " 

All American Semiconductor Inc. 

www . allamerican . com 

With approximately $244 million in sales last year, All American is a 
major player in the distribution business. On the Internet, however, the 
Miami company has kept a decidedly low profile. 

"We have not invested quite heavily just yet because we wanted to see 
what our customers wanted, " said president and chief operating officer 
Bruce Goldberg. "At this point, I don't think the customer base is that 
clear on how they want to use the Internet." 

He does believe, however, that that time will come soon, and All 
American has developed a "plan of attack with all the state-of-the-art 
alternatives, and is prepared to ramp up quickly." 

The company's current Web site is an easy-to-navigate 
corporate brochure, with information on the distributor's services, 
supplier offerings, sales locations, and other basic facts. 

The supplier section lists basic product categories but not specific 
part numbers or data sheets. In coming months, however, the site will add 
specific product information, including links to data sheets, Goldberg 
said . 

In addition, customers will be able to download a bill of materials, 
with cross-references to the distributor's line card. Online ordering also 
will be available, initially with credit card purchases, according to 



Goldberg. 

All American has also been aggressively using EDI with its suppliers 
and customers, with more than 100 customers online, Goldberg said. The 
company can also transfer EDI materials over the Internet, he added. 

Arrow Electronics Inc. 

www . arrow . com 
www . arrowschweber . com 
www . arrowcapstone . com 
www . gates arrow . com 
www . arrowzeus . com 
www . anthem . com 

Each of Arrow Electronics Inc. 's North American units is accessible 
through the parent company's home page. Each contains 
company-specific information on products, services, line cards, 
office locations, and career opportunities, and each is crafted to be 
consistent with Arrow Inc. 's applications offerings. 

None of the Arrow companies to date process orders over their home 
pages, but Arrow sees great potential for the Internet in supply chain 
management, according to Lauren Holmes, vice president of applications 
development at Arrow, Melville, N.Y. 

In addition to corporate profiles, lists of products and suppliers, 
and other information, the distributor's customers can track their order 
status and carrier information via the Web. The next level, Holmes said, 
will be to increase the flow of information about the inventory pipeline 
between suppliers and customers, and this could include order processing. 

However, the distributor does not see large-scale electronic commerce 
over the Net replacing EDI . 

"I think most importantly, the Internet gives us a great second venue 
for electronic commerce," Holmes said. "It gives us a new way to conduct 
transactions that might have been difficult under traditional EDI. We think 
people are still using traditional EDI as the way to conduct large volumes 
of electronic commerce." 

Arrow is working on a number of different applications for its Web 
sites, but is being very selective to make sure that the company makes the 
best use of the Internet's functionality. For Arrow, that means catering to 
the component-level industrial model rather than to a retail model. 

The difference between a retail model - well suited to the Internet - 
and an industrial model is price, according to Holmes. 

"The difference has to do with whether you'd be willing to pay list 
price or not. In the industrial model, customers still want to discuss 
price and scheduling. For small-lot orders, electronic commerce still makes 
a lot of sense, but in terms of the industrial relationship, it is not what 
do you have today but what will you have next month." 

Such information through Arrow would be customer-specific, including 
what inventory is available for that customer and what pricing is 
available, Holmes said. 



Of the Arrow companies, which include semiconductor specialists Anthem 
Electronics Inc. and Arrow/Schweber ; passives and interconnect unit 
Capstone Electronics; and military specialist Zeus Electronics, 
computer-product specialist Gates/Arrow is the most likely to adopt online 
ordering. The value-added reseller/distributor (VAR/VAD) markets that it 
serves are more oriented toward a retail distribution model. 

A distinctive feature of the Gates/Arrow home page is that authorized 
resellers can access and download a software library via the Internet. 



All the Arrow companies offer search options by part number, product 
line, or supplier; provide in-depth supplier information such as address, 
product categories, and phone and fax number; and a hyperlink. 

"Electronic commerce is something we are looking at, but coming up 
with the definition of electronic commerce is difficult today, " said Ken 
Lamneck, vice president of marketing at Anthem, Milpitas, Calif. "We do a 
lot of EDI with our customers, and there are some things we are doing today 
that can fall under the definition of electronic commerce." 

Avnet Inc. 

www . avnet . com 
www . hh . avnet . com 
www . hhtech . avnet . com 
www . time . avnet . com 
www. penstock. avnet . com 

Avnet Inc.'s three electronics distribution units - broad-line 
distributor Hamilton Hallmark Electronics, passive-component reseller Time 
Electronics, and RF specialist Penstock Inc. - have been aggressive in 
building interactive capabilities for their OEM customers. 

At Hamilton Hallmark, based in Phoenix, six major customers are 
involved in a pilot program that enables them to perform online ordering. 
Using a password and a prearranged credit agreement, OEM purchasers can 
fill out a bill of materials, choosing from the thousands of part numbers 
carried by the distributor. There are two prices set, one for small-volume 
orders, the other for larger volumes. 

This pilot program will be available to 20 customers in the next 
month, and the plan is to have 100 customers actively using the service, a 
source at the company said. 

Hamilton Hallmark's Web site has an extensive array of information 
about its suppliers, products, prices, and product availability. 

The company also gives its customers access to new-product 
information, and provides reference design kits and tutorials on different 
areas of technology. Customers can also track shipments sent via UPS and 
FedEx. 

A subsidiary, Hamilton Hallmark Technologies, which distributes 
computer-related components to VARs, systems integrators, and small PC 
manufacturers, unveiled its own site last week at www. hhtech .avnet.com. 



The site will enable more than 200 customers to conduct online ordering, 
the company source said. 

At Time Electronics' home page, customers can access in-depth 
information about connectors, capacitors, and other passives, including 
downloadable data sheets and images of parts. 

Penstock, which specializes in the distribution of RF/microwave 
wireless components, also has its own Web site. It features information 
about Penstock suppliers and products, including a product selection guide. 

Bell Microproducts Inc. 

www . bellmicro . com 

Bell Microproducts' online ordering site is under construction. The 
distributor's home page currently offers information about the company, 
including its product lines and value-added capabilities. 

"The site is two things: a marketing tool to tell our customers 
something about us, and beyond that it has the capability to navigate out 
to our supplier sites, " said Bob Sturgeon, vice president of operations at 
the San Jose company. 

Bell Microproducts is evaluating order entry applications and an 
extranet. "Right now, customers are more concerned with information 
gathering, " Sturgeon said. 

The extranet would link into the company's host system to check order 
status and other tracking information. The company is also considering 
options such as a shopping cart, order forwarding from an authorized 
customer, and credit applications. 

However, the distributor sees those capabilities as geared more toward 
its computer product offerings, which operate under a high-turnover, 
low-margin retail model as opposed to an industrial one. "We don't see 
volume purchases going over the Net, " Sturgeon said. 

The company uses Digital . Market to support its component sales. 

Additionally, Bell Microproducts sees the Internet as a platform to 
transfer supply chain information between its suppliers and customers. 

"The downside [to the Internet] is you have to become expert in new 
technology," Sturgeon said. "The upside is clear visibility to a potential 
set of customers you may not do business with, and doing business through a 
lower-cost model. But that has yet to be seen." 

The company has set no launch date for online ordering. 

Bell-Milgray Electronics Inc. 

www . bellind . com 

Bell-Milgray Electronics Inc., El Segundo, Calif., expects to conduct 
electronic commerce through its Web site by the first week in November. 

Currently offering line-card updates, supplier hyperlinks, quoting, 
and PO status on the site, the $855 million distributor is launching a 
redesign of its home page that will offer purchasing capability. 

Using technology licensed from Digital Market Inc., the site will have 
FTP (file transfer) capability, with which customers can 

upload 

their material requirements or a request for quotes, which 

Bell-Milgray can download into its system. Once that option is utilized, 

customers will be able to see into Bell-Milgray ' s pricing, including 



large-contract pricing and published resale prices, according to Rick 
Hamilton, vice president of strategic marketing at the distributor. 

The company also intends to augment demand creation by offering a 
"consultant's corner" for engineering consultants who need information or 
samples . 

First-time users will have to fill out a credit application with a 
turnaround time of 24 hours. The users will then get assigned IDs. Users 
will also have access to information on bonding capability and 
customer-dedicated stock. 

Bell is pursuing online commerce as a way to access existing and 
potential customers, Hamilton noted. 

"At this point in time, we believe people are still using the Internet 
as an information-gathering tool, but we want to find a way to get invited 
into the customer's home," he said. "That may be through the engineer, the 
small-lot purchasing guy, or the corporate buyer." 

Bell's Web site gives the company the ability to quote 
and manage large customers on a worldwide basis on a single computer 
system, thus enabling the distributor to maximize its customers' buying 
capability, Hamilton said. 

Engineers will also be able to send code through the site for first 
articles of programmable products such as microcontrollers or PLDs . 

"I don't think anyone can replace face-to-face interaction," Hamilton 
said. "But we have to find ways to get information to people more quickly, 
and this will be a vehicle to do that." 

Carlton-Bates Co. 

www . carlton-bates . com 

Being up on the Web in some ways can be like deciding to go to a trade 
show, said Bill Carlton, president of Carlton-Bates Co. "You hate not to be 
there," he said. "Your presence is missed if you're not there." 

With customers looking for ways to do business via the Internet, the 
Little Rock, Ark. -based distributor, which already has an EDI system in 
place and provides point-of-sale data through e-mail, decided to set up a 
more comprehensive Web site to meet that demand. 

In September, the company rolled out a Web page that 
allows customers to open accounts, pull down product information, check 
stock status, place an order, and arrange a payment schedule, Carlton said. 

Though it is still too early to gauge the response, it appears that 
online ordering has become a popular option for engineers and R&D 
employees, according to Carlton. Purchasing managers may start picking up 
on the buying method when it becomes more familiar to them, he added. 

Also, until there is faster Internet access and increased bandwidth, 
procurement personnel are likely to continue using EDI or e-mail to send 
purchase orders, a service the company began offering six months ago, he 
said . 

"It has to get faster," Carlton said, referring to one of the problems 
in attracting a larger electronic commerce user base. "Right now, it's not 
very user-friendly. It can be laborious to do some of these searches." 

However, electronic commerce is shaping up to be an important outlet, 
primarily because it is convenient to use, cuts back on the number of 
people "touching the order," eliminates the need for excessive data entry, 
and decreases the amount of paper traditionally involved in such 
transactions, he said. 



Future Electronics Inc. 
www . future . ca 

Future Electronics Inc.'s home page is under construction, but it's 
unlikely that online ordering or material requirements planning (MRP) will 
be included, according to the company. 

Future, Point-Claire, Quebec, currently takes purchase orders and MRP 
schedules over the Internet, but the interface is customer-specific, the 
company said. Company executives believe the Internet is best used as an 
information-transportation vehicle because of its low cost. 

Future uses EDIFact in Europe and ANSI in the United States, and each 
requires certain software packages. 

The company plans to make its Future Active Catalog available on the 
Internet . 

Insight Electronics 

www . insight . com 

The San Diego-based semiconductor distributor has had a presence on 
the Internet for more than three years, and president and chief executive 
Greg Provenzano believes it has played a big role in the company's rapid 
growth . 

"I think [the Internet] is a very important piece of our strategy," 
Provenzano said. "It's one more piece of the puzzle for us." 

Insight's Web page has had online ordering capabilities for some time, 
but most of the orders are in small quantities for samples or prototype 
product runs placed by engineers. 

But the relatively small volume of business generated directly over 
the Internet isn't the proper measure of success, Provenzano said, since 
the Web site attracts thousands of designers and engineers each month. 

"We have a very technical, design-in-oriented strategy, and we also 
get a lot of valuable information on customers and trends, " he said. 

Insight's page has detailed product information and links to data 
sheets for all of its 25 suppliers. There is also an Insight on Demand 
section that enables customers to receive quotes on a bill of materials and 
estimate costs on entire manufacturing projects. Customers can also check 
stock and pricing information. 

Another popular feature is the ability to track orders being shipped 
by UPS and FedEx. 

Down the road, Provenzano sees the Internet playing an even more 
important role in the way distributors and OEMs do business. 

"We don't see it yet, but what will become a trend is distributors' 
customers using their Web sites to manage their purchasing functions, " he 
said . 

Provenzano believes the Internet will give many small companies EDI 
capabilities at a fraction of the cost of traditional EDI. 

"What we see is that, over time, an extranet setup will become as 
prevalent as EDI," he said. But it's not happening yet, so Insight 
continues to support traditional EDI, he added. 

Marshall Industries 

www.marshall . com 

Electronic commerce is not just about online ordering. According to 
Marshall Industries chief executive Rob Rodin, it's about finding the 
intersection between people and technology. 

El Monte, Calif. -based Marshall, which has been one of the electronics 



distribution community's pioneers of Net-based commerce, offers a host of 
capabilities on its Web site, including parametric part-number search, 
access to more than 300,000 data sheets, the ability to expedite orders 
electronically, and a full order agent that lets customers buy online using 
an account number or CyberCash. 

In addition, the Web site has an engineering design lab that allows 
users to download code, links to freight forwarders and suppliers, and 
Marshall's trademark Net Seminar, which demonstrates broadcasting of 
voice/data/video over the Internet. 

A unique feature of the site is its live help capability, which lets 
users go into a chat room at any time and have access to an engineer. 

Rodin noted that the company added this live help capability because 
it recognizes that although the Internet can sometimes replace the 
traditional interface, there are still times when a customer may need to 
have questions addressed by a representative from the distributor. 

In addition to its Web site, Marshall has a host of offerings behind 
its firewall. These include intranet capabilities to enhance communications 
internally and with the company's global alliances, as well as an 
extranet, which lets all supplier and customer reps access specific, 
confidential information, such as backlog, contract pricing, design 
registration, and sales. 

While Marshall has been recognized as a forerunner in the 
distribution industry with its networking activity, the distributor is far 
from resting on its laurels. 

The company is working on a sophisticated product called MACRO 
(Marshall's Agreement to Coordinate Resources and Organizations) Link. 

This product will use intranets and data warehousing to link a supply 
chain around the world, including engineering, forecasting, production, and 
distribution . 

"We think that is the next key use of this technology," Rodin said. 
"We know that being an effective value-added company in the future means 
helping to coordinate the supply chain around the world, and we view the 
intranet technology as the enabler of this concept." 

Nu Horizons 

www . nuhorizons . com 

Nu Horizons has been aggressive in its use of the Internet as both a 
marketing tool and a true medium for electronic commerce. The distributor 
has added several features to its Web site in recent months, and more are 
planned. 

Nu Horizons' customers can use the site to find availability and 

pricing information on all the parts offered by the distributor's 
suppliers. Parts can be searched by number or product type, and a bill of 
materials form is available, enabling customers to order online. 

For now, the online ordering can only be done through secure credit 
card transactions, said Burt Silverman, MIS director at Nu Horizons, 
Melville, N.Y. Customers with established accounts will be able to order 
online in the next few weeks, he said. 

Silverman reported that just a few online orders have been conducted 
so far, mostly from overseas customers that previously hadn't done business 
with Nu Horizons. But he expects several existing customers to make use of 



the system. 

Another feature to be added soon is direct links to suppliers' data 
sheets. The biggest obstacle to offering this service is that suppliers 
often move the data-sheet links, and the MIS staff has recently been beefed 
up to handle this challenge, Silverman said. 

Nu Horizons, which uses EDI with many customers, will begin offering 
EDI over the Internet next month. "Our EDI transaction software has the 
ability to send the information through the Internet instead of using a 



value-added network," Silverman said. This could save several thousand 
dollars a month, he said. 

The first customer to take advantage of this feature will be Sun 
Microsystems Inc., which is requiring its distributors to do so, Silverman 
said . 

Also in the works at Nu Horizons is an intranet system that will give 
company personnel access to reports and data on customers, markets, and 
suppliers. This system, slated to come online in February, will be followed 
by an extranet that will enable customers to access certain information, he 
said . 

Peerless Electronics Inc. 
www. peer les select ronics . com 

Peerless Electronics Inc. is looking to strike a balance between 
customers that feel more comfortable using the long-standing EDI systems 
and those wanting to use the Internet. 

To keep pace with demand, the Lynbrook, N.Y., distributor is offering 
both alternatives. Though completely separate programs, they both serve as 
ways to reach customers and provide them with better service, said Dave 
Rome, vice president of product marketing. 

While the EDI system has been in place for several years, the Web site 
was set up only about two years ago, said Rome, who added that traffic on 
the site has been steadily increasing. 

The site enables customers to link to suppliers' pages, search for 
products, get price quotes, and order parts over the Internet, he said. 

Peerless has about 80% of its suppliers linked to the site and is 
working on bringing more online. 

The company also plans to look more closely at the Internet and 
determine what can be done to improve the service. 

"We are always looking at enhancing the Web site, " Rome said. "The 
site is the tip of the iceberg when it comes to the Internet." 

Pioneer-Standard Electronics Inc. 

www.pios . com 

There is a movement afoot within the customer base and a high degree 
of interest in reducing the cost of purchasing and the cost of managing 
materials, said Jim Jeffries, vice president of marketing, industrial 
electronics division, Pioneer-Standard Electronics Inc., Cleveland. "And 
the vehicle that I see to provide that service in the future is the 
Internet . " 

Services on Pioneer's Web site, which was launched about a year ago, 
include catalog search (either by partial or full part number) , plus data 
on product price and availability, and the ability to request a quote. 



Approved customers can also do online ordering and look up the status of 
open orders. 

Pioneer's online goals include making Web ordering accessible to all 
creditworthy customers, Jeffries said. 

The Internet has also provided Pioneer with a platform for its 
warehouse integrated network program. This service for major customers 
provides inventory management programs for just-in-time programs, and also 
enables customers to complete a number of tasks electronically, including 
checking stock and ordering. 

Jeffries said Pioneer's customers are "curious about electronic 
commerce," but the company has not experienced a "significant outpouring of 
requests for EC capability." However, he believes that "the Internet is 
extremely important to this industry as we go forward." 

The Pioneer site currently gets about 240,000 to 250,000 hits per 
month . 

Priebe Electronics 

No Web site 

With a watchful eye on the future of Internet-based electronic 
commerce, Priebe Electronics is starting to get its feet wet with the new 
technology . 

About two months ago, the Redmond, Wash. -based distributor began 
experimenting with the transmission of purchasing orders via e-mail, 
according to Jim Nilson, vice president and chief information officer. 

One of Priebe 's customers has been sending purchase order samples as 
an attachment to test the feasibility of this ordering method. 

However, due to the lack of uniformity among customers and suppliers, 
the company has decided to take a wait-and-see approach before plunging 
into cyberspace with a Web site, said Nilson, who also sits on NEDA's 
electronic commerce task force. 

"There has to be an agreed-upon standard, " he said. "The question that 
hits every distributor is: Can we handle as many different forms as we have 
customers, or do we say this is how we are going to accept orders over 
e-mail and give them the form?" 

Another obstacle the industry faces with an electronic commerce 
operation is the absence of delivery guarantees, Nilson said. Unlike the 
more traditional procurement avenues, there are no certainties that the 
transactions were sent and received, which creates communication problems 
between the parties. 

Despite the problems associated with e-commerce, once some of the 
wrinkles are smoothed out, Priebe may dive deeper into the Internet pool, 
Nilson said. 

"We are watching it and watching the companies that are coming out 
with it, " he said. "We will probably embrace it when there is a better 

feeling about it. We think that is starting to come about." 
Projections Unlimited 
No Web site 

Driven by customer demand, Projections Unlimited Inc. is jumping on 
the electronic commerce bandwagon. 

The Tustin, Calif. -based distributor of passives and discrete 
components launched the first phase of its Internet-based strategy a few 
weeks ago after getting a number of customer requests for it, said 



president David Herring. 

The rollout allows buyers to attach a Microsoft Excel spreadsheet to 
an e-mail message, eliminating the need to fill out forms, fax orders, and 
wait for price quotes and delivery schedules, Herring said. 

To further enhance its move toward an electronic commerce environment, 
the company is looking to post a Web site within the next two quarters, he 
said. But he added that it is too early to tell how interactive it will be. 
Creating a more interactive channel may be a consideration in the future as 
better security standards are developed and customers feel more comfortable 
distributing information such as credit card numbers over the Net, Herring 
said . 

"At this time, most people are using the Web sites to provide 
information about what lines they offer and who they are. I haven't seen a 
lot of orders being placed through the Web site, " he said. "Gradually, as 
e-commerce develops, there may be more of that." 

The decision to offer an Internet service took some time to put into 
motion, mostly because the company wanted to gauge how hot the trend would 
be, Herring said. 

One of the barriers the industry will have to overcome is the fear 
that the procurement of microelectronics will turn into a bidding auction. 
Herring said he doesn't expect that to happen, and he sees purchasing being 
done the same way it has been in the past, with the Internet being a tool 
to make that process easier. 

Sager Electronics 

www . sager . com 

Sager Electronics will be making major changes to its Web site in 
coming months to enable customers to access more information and to order 
parts online, said Ron Lovell, director of information technology for the 
Hingham, Mass. -based distributor. 

"What we're trying to do is give our customers and vendors as many 
options to do business with us as we can," he said. 

Some of the site's features include: 

- An interactive catalog that enables customers to look up parts by 
manufacturer, part number, or product type. 

- "Selector Guides" that enable customers to identify and select 
various passive components by type, manufacturer, and package. The guides 
are currently available for connectors, sensors, switches, and relays. 

- A stock check and pricing system under which customers can build a 
list of parts for quotation, request samples, or check price and 
availability . 

- An order-tracking system for UPS and FedEx shipments. 

The next phase, which is expected to be in place by the end of the 
year, is to enable customers to order online, Lovell said. This service, 
which will be available to all customers, will use credit card 
transactions . 

That will be followed by a more complex system involving key customers 
using extranet technology. Select customers will be able to track inventory 
availability as well as price lists tailored specifically for them. And 
direct ordering also will be available, Lovell said. 

Transferring EDI information over the Internet is another option being 
made available to key customers, although the company hasn't seen a big 
demand for that yet, he said. 



On the engineering side, Sager will increase the number of data sheets 
available online. 

Yet another plan is to convert the company's interactive CD-ROM 
catalogs to the Web, Lovell said. 

TTI Inc. 

www . ttiinc . com 

Similar to several other distributors its size, TTI has spent a 
considerable amount of time developing an Internet strategy. 

What the company has found in its research, said sales and marketing 
vice president Craig Conrad, is that the Internet could become an important 
medium for electronic commerce, but it's not there yet. 

"The biggest need right now is for the exchange of information - order 
status, product availability, pricing - things that the customer typically 
calls us about," Conrad said. 

As for electronic commerce over the Internet, "for engineers looking 
for data sheets and placing small orders for prototypes, it is definitely 
the way to go," he said. "But I think we're some time away as far as volume 
opportunities go. I don't see most buyers having the time to go in and 
input data into a Web site, when there's other technologies available to 
them. " 

Indeed, traditional EDI plays a big role in TTI ' s relationship with 
its customers, and will continue to do so, Conrad said, adding that the 
Internet will likely be used to transfer EDI files. 

The Fort Worth, Texas, interconnect and passive-component distributor 
maintains a fairly basic Web site. The home page lists TTI ' s line card and 
product areas, with links to its suppliers' home pages. The product 
listings are broken down by area, with separate files for interconnect and 
passives lines. 

The site also lists contact information for TTI ' s locations in the 
United States, Canada, Europe, and Latin America. 

News and information on the company's value-added services can also be 
accessed online. 

Online ordering will become available in the first half of 1998, 
according to Conrad. Other enhancements are planned as well, but he 
declined to discuss specifics. 

Wyle Electronics Inc. 

www . wyle . com 

While Wyle Electronics Inc. has had a home page on the Internet since 
January 1996, the Irvine, Calif. -based distributor revamped the site this 
past summer to make it easier to navigate. 

"As the Internet has become ever more important in information 
communication, we felt we needed to expand Wyle's site," said executive 
vice president Jim Smith, in a statement. 

The primary function of the 



company's Web site is to 

link visitors to hundreds of pages of product data from Wyle's suppliers 
and to provide information on its value-added services, according to the 
company . 



The site also lists sales locations and VAR partners, as well 
as articles from Wyle's Resources magazine. 

Wyle executives could not be reached for comment on the company's 
future Internet strategy. 
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...helping Aesco meet its goal of being less paper-dependent, according to 
Feth. 

Although the company has an informational Web site, it 
has shied away from doing much with it because problems with operating a 
virtual . . . 

. . .added. 

"Right now, we are using the Internet as a communication tool and as a 
bulletin board," Feth said. "We want to make sure our 
internal systems are up and running, and. . . 

...all the state-of-the-art alternatives, and is prepared to ramp up 
quickly . " 

The company's current Web site is an easy-to-navigate 
corporate brochure, with information on the distributor's services, 
supplier . . . 
. . . com 

Each of Arrow Electronics Inc.'s North American units is accessible 
through the parent company's home page. Each contains 
company-specific information on products, services, line cards, 
office locations, and career opportunities, and each is... Digital Market 
Inc., the site will have FTP (file transfer) capability, with which 
customers can upload their material requirements or a request 
for quotes, which Bell-Milgray can download into its system. Once that... 



. . .he said. "That may be through the engineer, the small-lot purchasing 
guy, or the corporate buyer." 

Bell's Web site gives the company the ability to quote 
and manage large customers on a worldwide basis on a single... to set up a 
more comprehensive Web site to meet that demand. 

In September, the company rolled out a Web page that 
allows customers to open accounts, pull down product information, check 
stock status, place an... 

...offerings behind its firewall. These include intranet capabilities to 
enhance communications internally and with the company's global 
alliances, as well as an extranet, which lets all supplier and 
customer reps access specific, confidential information, such as backlog, 
contract pricing, design registration, and sales. 

While ...site," said executive vice president Jim Smith, in a 
statement . 

The primary function of the company's Web site is to 
link visitors to hundreds of pages of product data from Wyle ' s suppliers 
and to provide information on its value-added services, according to the 
company . 

The site also lists sales locations and VAR partners, as well 
as articles from Wyle's Resources... 
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ABRASIVES AND BRUSHES 



PFERD INC. 

www.pferd. com 

Single source manufacturer for full line of quality finishing, 
cutting and surface conditioning tools including grinding and cutoff 
wheels, wire brushes, mounted points, belts, discs, abrasive specialties, 
non-wovens, files. TO burs and hole saws. 200 years of hand finishing 
solutions . 

(978) 840-6420. 

ADHES IVES AND SEALANTS MARKETPLACE 
SealantSource . com 

A business unit of General Electric Co. 
www .sealant source. com 

Designed as a one-stop shop for sealants and adhesives buyers, 
SealantSource.com combines e-commerce technology, national distribution and 
powerful search tools into world-class e-business. By customizing content 
to fit specific industry needs, SealantSource.com provides secure online 
ordering, order tracking, technical support and technical data to 
commercial contractors, manufacturer and dealers. 

Order Online: www.sealantsource.com 

Order by Phone: 8 77-409-1353. 

Order by Fax: 877-409-3757 

ADHESIVES, SEALANTS AND COATINGS 

Master Bond Inc. 

www . masterbond . com 

Master Bond Inc. manufacturers over 3,000 grades of adhesives, 
sealants, coatings, potting compounds and impregnation resins. Products 
include epoxies, anaerobics, cyanoacrylates, silicones and acrylics. One 
and two part systems are available and are designed and packaged to meet 
specific requirements. 

ALUMINUM 

Yarde Metals 

www . yarde . com 

Multi-metal distributors, featuring complete processing of sheet and 
plate, bar, tubes, angles and extruded products. Visit our website for a 
complete listing of our stocked inventory. 

ALUMINUM/METALS DISTRIBUTION 

Mandel Metals, Inc. 

www.mandelmetals . com 

11400 Addison St., Franklin Park, IL 60131 
Phone: 800-962-9851 847-455-6606 
Fax: 847-455-3330 

Discover the Bottom Line Online - mandelmetals.com is your online 
outlet for aluminum savings, service, and selection. A leading, 
full-service distributor, Mandel Metals offers low cost aluminum in a wide 
selection of standard and specialty forms. Check out our "Special 
Offerings" for updated specials at incredible prices. 

AUTO-RANGING SUPERMETER 

Omega Engineering, Inc. 



www . supermeter . net 

One Omega Drive, Stamford, CT 06907 
Phone: 800-826-6342 
Fax: 302-359-7700 
inf o@ omega . com 

Technology Breakthrough ..." It ' s a technicians dream come true! 
"Omega's new, patented, "all-in-one" SUPERMETER Model HHM290 combines the 
power of a True RMS full function Multimeter, Non-contact Infrared 
Pyrometer with laser sighting and a Dual input Type-K Thermocouple meter 
with a differential measurement feature into one power-packed handheld 
instrument 

REQUEST4QUOTES 

Request4Quote . com 

www . request4quote . com 

Bookmark this FREE web site! Buyers will save time and money over 
traditional quoting methods. Reduce paperwork and get the best prices on 
all your requests4quote . This supply chain management tool is FREE to all 
buyers . 

BEARINGS & VELOCITY JOINTS 
NTN 

www . NTNamer ica . com 

The NTN website can help you quickly find any information on 
bearings you require in the performance of your job. The easily navigated 
search engine offers information on any specific bearing type: dimensions, 
load ratings, line and CAD drawings, interchanges, and technical data, all 
downloadable. Complete training guides on ball bearings and mounted units 
are on-line (and soon a guide on all types of roller bearings), material on 
bearing failures and how to prevent them and the proper handling of 
bearings . 

BUILDING MAINTENANCE 

FBG Service Corporation 

www . f bgservices . com 

ISO 9002 Registered. Consolidate your building services (janitorial, 

HVAC, pest, lawn, etc.) in one convenient, affordable package. One site or 
nation-wide. Professional management, help desk, one-call service, monthly 
quality reports. 

CHEMICALS 

Ashland Distribution Company Ashland Specialty Chemical Company 
www . ashchem . com 

Chemicals, resins and plastics for paint, food, pharmaceuticals, 
adhesives, reinforced composites, water treatment, foundries and merchant 
marine to name a few. 

BetzDearborn 

www . betzdearborn . com 

BetzDearborn is the world's preeminent supplier of engineered 
chemical treatments for influent water, boiler, cooling systems, 
wastewater, and process systems in industrial, commercial and institutional 
establishments . 

Monson Companies, Inc. 

www.monsonco. com 



Northeast Distributor supplying chemicals into numerous industries. 
Coatings, Adhesives, Plastic, Rubber, Personal Care, Food, Pharmaceutical, 
Paper and Water Treatment are just a few of them. Visit our web-site to 
learn more about our capabilities. 

CHEMICAL DISTRIBUTION 

Seegott Inc. 

www . seegott . com 

An established network of Regional specialty raw material 
distributors with coast to coast coverage; focused on the paint & 
coatings, adhesives & sealants, plastics, rubber, ink, household, 
personal care & food industries; offering resins, additives, extenders, 
fillers, rubber & plastics, pigments & dyes repackaging, and safe 
cleaners & degreasers. 

1-888-SEEGOTT (733-4688) 

CLAMPS & COMPONENT S 

Carr Lane Mfg. Co. 

www . carrlane . com 

Hundreds of thousands of clamps and components for metalworking and 
woodworking. Carr Lane's 600-page catalog has become the industry standard 
reference, with sections on tooling components, toggle clamps, modular 
fixturing, chuck jaws, drill bushings and Swiftsure(R) power workholding. 
Online catalog allows product name or number searches, a price/availability 
check, and distributor locator. 

CNC MACHINING 

Coleys, Inc. 

www . coleys . com 

10 CNC Machines, 20 hours a day. 

Horizontal (4th Axis) & Vertical milling to 44", Turning 3/8" to 
30" Dia. 

Steel, Aluminum and Copper Cells, Casting Specialists, also bar, 
plate, extrusion and weldments. Blanket/Contract order experts, ONO CMM 
inspection. Flexible, Capable (JIT) . 

Tel: 888- 810-5051; 

Fax: 440-967-3240; 

E-mail: sales@coleys.com 

COST ANALYSIS/COST ESTIMATING 

Kappy Industries Inc. 

www . kappyind . com 

(313) 438-1885 

One of the best negotiating tools is knowing the manufactured cost 
of a product. Kappy Industries can identify the cost of products & 
assemblies for your company. Need to reduce purchased and manufactured 
costs? Kappy Industries can help by offering your company a supplier cost 
reduction program. Kappy also provides quote pre-qualif ying, purchasing 
support, cost estimating, cost analysis, cost engineering, value analysis, 
and competitive, benchmarking. Let Kappy reduce total costs and maximum 
your companies profit. 

CONTRACT MANUFACTURING 

Arland Tool & Mfg. 

www . arland . com 

Let us help you downsize your manufacturing operations. Arland has 
45 CNC machine tools of all sizes and an unequalled assembly department. 



Specializing in world class delivery systems (JZIT, KAN BAN, Consignment) . 
CUTTING TOOLS 
1 source tools . com 
www. lsourcetools . com 

Your best source for quality cutting tools and related products. We 
offer the lowest prices on the most recognized name brands in the industry. 
Drills, taps, end mills, reamers, abrasives, precision tools, saw blades, 
files, tool holders etc. can all be securely ordered quickly and easily. 
Our auction page enables you to name your own low price for metalworking 
equipment. Use our bulletin board as your sounding board for 
solving tool problems, email: help@lsourcetools.com for special quoting. 
901-345-6011 (F) 901-345-5383. 

DISTRIBUTION SERVICES 

Graybar "Real Solutions" 

www . graybar . com 

Your "one source" supplier for more than 1.1 million electrical, 
communications and data products from 3,800 suppliers. With more than 260 
North American locations, Graybar service is "local all over." i 100% ISO 
9002 Registered Nationwide 

phone: 888-300-1070 or 818-597-5757 

ELECTRONIC COMPONENTS 

netCOMPONENTS 

www . netcomponents . com 

netCOMPONENTS, launched in 1997, is the worlds largest destination 
for sourcing and procurement of electronic components in a direct, 
disclosed (non-anonymous), and vendor-neutral environment. netCOMPONENTS 
offers FREE membership for qualified OEMs and CEMs (check web site for 
details, additional information, and to register) . 

Tel: 561-274-6780 

Fax: 561-274-6796 

E-Mail: info@netcomponents.com 

ELECTRONIC COMPONENTS 

Need2Buy . com 

www . need2buy . com 

Need2Buy is the powerful online connection for the global electronic 
components industry, delivering e-procurement tools that help buyers and 
sellers get their jobs done faster, easier and more cost effectively — 
without changing the way they work. 

Our users can 

* Instantly check availability from the current inventories of 
leading franchised distributors 

* Submit RFQs & BOMs online to preferred suppliers, or identify 
new ones 

* Research technical information on more than 7 million parts 

* Source hard-to-find parts globally 

* Sell overstock parts to effectively manage inventory levels 
e-mail: info@need2buy.com 

Best of all, there are no registration, transaction or membership 

fees . 

e-PROCUREMENT 
BARLEX, Inc. 

phone: 888-300-1 070 or 818-597-5757 



www . barlex . com 
e-Procurement Solutions 

ELECTRONIC COMPONENTS FREE FOR ALL BUYERS* 

BARLEX simplifies e-Business systems through enabling your own 
private web-based e-Procurement system. We do this through our 
patent-pending open architecture system that is platform independent 
(Solaris, Linux, AIX) , database independent and i 100%o Java. BAR LEX 
solutions are quick to implement, affordable and compatible with your 
legacy systems. (818) 547-2200. E-mail: info@barlex.com 

SupplyView. com 

www . supplyview . com 

FREE Part locator service for all qualified OEM and CEM buyers 
Benefits for Buyers 

* Instantly locate Allocated, Obsolete and "hard-to-find" parts 

* Easy to Use 

* Find parts fast 

* Deal Directly and Instantly with all vendors. 

* Over 24 Billion parts from over 1000 distributor inventories in 
our searchable database. 

SupplyView.com offers our service to all industry participants 
including OEM's, CEM's, franchise distributors, Independent distributors 
and component manufactures. 

Call us 914-395-1717 

Phone: (914) 395-1717 

f eedbackg supplyview . com 

FASTENING/ JOINING 

Atlantic Fasteners 

www . atlanticf asteners . com 

ISO 9002 certified, Atlantic offers you 19,018 inch and metric 



fastener varieties in steel, stainless, nylon, silicon bronze, brass, and 
aluminum. Made-to-Print Division handles your custom parts. Six, $100 
Service Guarantees ensure on-time, error-free delivery and more. 
Cost-cutting services include bar code inventory management, kitting, 
integrated supply management, 10% annual savings guarantee and laboratory 
inspection. In stock: Allen, Bondhus, Bossard, Champion, Cherry, Durham, 
HeliCoil, Hindley, Holo-Krome, Lenox, Linvar, Loctite, Nucor, Pop, 
Powers/Rawl, RAF, SPS/Flexloc, SPS/Unbrako and Te-co. 1-800-800-BOLT 
(2658) . Info@atlanticfasteners.com 

DFS International Inc. 

www . df sintl . com 

E-mail: dfsinfo@dfsitl.com 

DZUS Quick Acting Fasteners 

DZUS presents the most diverse range of quick-acting hardware. 
Products include Toggle and Slide Latches, Push-to-Lock fasteners, and our 
unrivaled scope of Quarter Turn solutions. With years of experience, DZUS 
offers fasteners that meet your requirements of design, quality, and target 
cost. View the new, fully featured DZUS catalog and reference guide on our 
website . 

FILTERS 



Phone: (407) 858-9848 Fax: (407) 858-9601 
The Filter Store Plus 
www .filterstore.com 

Single source supplier for all your filtration needs. We can supply, 
or cross, most major manufacturers of filters. We carry air intake, 
compressed air & gas, hydraulic, liquid, and all types of filter 
housings. Specialize in hard to find and custom filters. Stocking programs, 
competitive pricing, and on time delivery. 

F0RKLIFTS 

Nissan Forklift Corporation 
www .nissanforklift. com 

Manufacturer and distributor of one of the industry's broadest lines 
of industrial trucks; a complete line of rugged engine-powered, electric 
rider, narrow aisle and powered pallet trucks. Please visit us at 
www.nissanforklift.com or Call 1-800-871-LIFT . Nissan Forklift Corp., North 
America, 240 N. Prospect Street, Marengo, IL 60152, (815) 568-0061 

FREIGHT MANAGEMENT 

Spectrum Transportation Consultants, Inc. 
www . spectrumtrans . com 

Are you getting the best freight rates available to you? Here's a 
great opportunity to find out. We're offering a no-cost, no-obligation 
analysis of your freight activity. Learn how our cost containment program 
will reduce your freight costs and improve your overall transportation 
function . 

e-mail: info@spectrumtrans.com 

toll free: (877) 646-9500 

HIGH PERFORMANCE ALLOYS 

Ulbrich Stainless Steels & Special Metals, Inc. 
www . ulbrich . com 

Site features stainless steel, nickel alloys and other high 
performance alloys in a variety of shapes and forms. Company stocks and 
does finish processing on over 140 different alloys, in strip, foil, wire, 
bar, plate and sheet. Precision gauges and widths available in strip and 
foil; net and near-net shapes in bar and plate. Nine North American 

locations, one in England. 

Ulbrich Stainless Steels & Special Metals, Inc., 57 Dodge 
Avenue, North Haven, CT 06473-1191; Tel. (203) 239-4481; (800) 243-1676; 
Fax: (203) 239-7479 http://www.ulbrich.com 

E-mail: info@ulbrich.com 

REQUEST4QU0TES 

Request4Quote . com 

www . request4quote . com 

Bookmark this FREE web site! Buyers will save time and money over 
traditional quoting methods. Reduce paperwork and get the best prices on 
all your requests4quote . This supply chain management tool is FREE to all 
buyers . 

INDUSTRIAL FLUID MANAGEMENT & SUPPLY 
PureLube . com 
www . purelube . com 



PureLube.com is an electronic gateway for purchasing industrial 
fluids: lubricants, specialty cleaners, metal working fluids, greases, 

food grade industrial materials, chemicals, mold release agents, synthetics 
and brand name products. Skip the salesperson go direct to the expert with 
on-line engineering, technical support, and government regulation 
assistance. Reduce vendors with our single source programs with blanket 
order discounts across all product lines. We've been in business since 1969 
and have received numerous quality Vendor Awards including the Gold Metal 
Award from the Department of Defense for quality and dependability. Phone: 
732-541-2588 . 

LABELS & DIE CUT COMPONENTS, INDUSTRIAL 

Tailored Label Products 

www . tailoredlabel . com 

E-mail: sales@tailoredlabel.com 

TLP provides Engineered Solutions to industrial and medical markets. 
High performance label products include: UL/CSA Labels; thermal transfer, 
dot matrix, and laser labels; Lexan(TM) nameplates; and labeling for harsh 
environments. Die cut components for metal and plastic fabrication using 
3M(TM) VHB(TM) Tapes. Telephone: 262-703-5000 Fax: 262-703-5010 

METAL STAMPINGS 

Triton Industries, Inc. 

www . tritonindustries . com 

QS-9000/ISO 9002 Certified. Automated, sensored, progressive die 
metal stampings for medium to high volumes. Serve automotive and computer 
related industries. Laser cut, fabricated prototypes available. In-house 
die building. 

METALS DISTRIBUTION 

Admiral Metals 

www . admiralmetals . com 

Admiral Metals known for it's very large and diverse inventory of 
Aluminum, Brass, Copper, Bronze, Stainless Steel, and High Temp Alloys. 
Extremely strong in Rod, Bar and Plate products. Has a very enthusiastic 
and knowledgeable sales force. Does a great job in close Tolerance cutting. 
Will deliver on the same or next day if desired. 

MRO PRODUCTS 

Kaman Industrial Technologies 
www . kaman-ind-tech . com 

For bearings, power transmission, materials handling, linear motion, 
electronic drive, hydraulics & pneumatics, and associated products and 
services . 

Motion Industries 

www . motion-industries . com 

Bearings, linear assemblies, seals, o-rings, power transmission, 
belts, chain, sprockets, couplings, pulleys, bushings, reducers, electric 
motors, conveyor, hydraulic pumps, valves, hose, pneumatics, fittings, 
materials handling. 

MRO SUPPLY CHAIN MANAGEMENT 

Strategic Distribution, Inc. /ISA 

www . in-plantstore . com 

Strategic Distribution is the leading provider of on-site MRO supply 
chain management services in North America. SDI ' s client-focused solutions 



are targeted at data optimization, inventory management, procurement and 
total cost reduction. 

OEM PRODUCTS 

Rotor Clip 

www . rotorclip . com 

Retaining rings and self-compensating hose clamps. 
LEESON Electric 
www . leeson . com 

Get immediate information on LEESON 1 s extensive range of motors, 
gearmotors, and drives. Nearly 3,000 different stock items available. 
Quick-turnaround custom designs are a specialty. Motor Merlin (TM) 
interactive catalog accessible on-line. 

GLOBEX Product Sourcing 

www . gbx . com 

E-Mail: info@gbx.com 

Phone: 1-888-445-6239 

GLOBEX provides custom-manufactured, made-to-specif ication parts for 
0EM/0DM clients. All services are provided ... from product design, on-site 
quality control and code compliance to final landing certification. A 
network of PacRim agents and factory contacts are available to access 
thousands of electrical hardware, specialty and seasonal products at lowest 
costs directly from abroad. 

PART FIND SERVICE FREE FOR ALL BUYERS (*) 

SupplyView. com 

www . supplyview . com 

Services of the web site 

* Instantly locate allocated, obsolete and "hard-to-find" parts 

Post Requirements, get fast responses 
Benefits for all buyers 

* Easy to use * Find parts fast * Find new vendors 

* Provides full contact information of all member distributors, 
allowing for direct interaction. 

Parts in our searchable database include: The full spectrum of 
electronic components, Active & Passive components, ICs, memory, 
Semiconductors, relays, electromechanical, Industrial, Commercial, Military 
components . 

Phone: (914) 395-1717 

f eedback@ supplyview. com 

PLATING/METAL FINISHING 

TECHTRIX, INC. 

www . techtrix . com 

E-Mail: mail@techtrix.com 

PHONE (256) 543-2424 

ISO 9002 Certified FAA Repair Station # T9XR709N 
We provide these quality finishes: 

* Cadium * Zinc * Silver * Tin * Nickel * Copper * Alodine * Gold * 
Passivation * Electroless Nickel 

We complement these finishes with secondary operations like Hydrogen 
Embrittlement Relief, Heat Treat, and even assembly. Whether your 
requirements are simple or highly sophisticated, one of a kind of 



production quantities, let Techtrix serve your company. Chamber of Commerce 
Small Business of the Year. 

PROFESSIONAL PLACEMENT 

Tonia Deal Consultants, Inc. 

www . toniadeal consult ants . com 

TDC, Inc. specializes in technical and executive placement, focusing 
in Supply Chain Management. We are a 100% female owned small business with 
an outstanding reputation for providing top talent, including female and 
minority candidates. Contact 330.655.3610 for a professional evaluation. We 
don't follow the standards — we set them. 

PURCHASING HELP & KNOW-HOW 

American Purchasing Society 

www . american-purchasing . com 

E-mail: propurch@aol.com 

FAX (630) 859-0270 

The Society provides: 

* Helpful information for buyers and purchasing managers. 

* Free job-opening listings for members. 

* Free listing of surplus material for members. 

Join the Society to keep up to date with purchasing techniques. 
Members receive Professional Purchasing monthly with ideas to make 
purchasing easier and more profitable 

SPECIALTY STEEL 

Atlas Steel Products Co. 

www . atlas steel . com 

The leading service center for aluminized steel introduces stainless 
steel products & processing. It's a natural fit. We stock the most 
widely used flat-rolled stainless. Our technical team and staff 
metallurgist will help you select the grades ideally suited to your needs. 
Plus, 99.8% on-time delivery. We're a different kind of steel serv ice 
center. Atlas Steel, we keep our promises. 

Carpenter Technology Corporation 

www . cartech . com 

National Speciality Alloys 

www . national speciality . com 

Distributor of Stainless Steel, Nickel, High Temperature & 
Specialty Alloy Bar & Shapes. PSQ and custom shafting is our specialty. 
ISO9002 Certified, Servicing Domestic and International markets from four 
dedicated warehouse locations. NSA will deliver what you need when you need 
it, first time, on time, every time. 

Specialty Steel & Forge 

www . st eel forge . com 

E-mail: info@steelforge.com 

Specialty Steel & Forge is a Steel Service Center and a Forging 
Producer of Open Die and Rolled Ring Forgings (up to 160" dia) . The company 
specializes in Stainless, Nickel, Titanium, Alloy & Carbon Steel, 
Aluminum, Tool Steels, Magnesium, Moly and Tungsten, in all mill forms, 
including forged products. Additionally, hard-to-find alloys are now being 
custom melt to customer specifications, in as little as 250 lb. quantities. 
This new service is called "Designer Alloys" (TM). Specialty Steel & 
Forge is ISO 9002 and AS9000 registered. 

Phone: 973-808-8300 Fax: 973-808-4488 



SPECIALTY METALS 
Almetals Company 
www . almetals . com 

We are an international supplier of specialty processed 
metals that serve industries such as automotive, consumer goods, 
roll-formers, and stampers. An ISO9002/QS9000 registered 
company, we supply the following in sheet, strip and coil: * 
Aluminum * Clad Metals * Coated Metals * Plated Metals * Stainless Steel 

800-968-7730 or almetals@ameritech.net 

SPEND ANALYSIS 

Dun & Bradstreet 

www . dnb . com/ spend 

Save on average 5-15% off your spend with a D&B Spend Analysis. 
Identify what and from whom you're buying to leverage your purchasing power 
with this highly effective supply chain management tool that benchmarks 
your supplier base. View critical information by commodity, socio-economic 
status, financial risk scores and identify dependent, interrelated and 
duplicate suppliers. See our website for additional details. 

SOURCING 

Dun & Bradstreet 

www . dnb . com/sourcingnet 

Locate and qualify suppliers online! D&B ( R) SourcingNet ( TM) , a 
new web-based tool, streamlines procurement with online access to D&B's 
database of 11 million U.S. businesses. Locate suppliers by geography, 
product/service, size, ISO or minority status. Qualify them quickly by 
ordering a D&B (R) Supplier Evaluation Report (TM), a D&B ( R) Supplier 
Performance Review (TM), or D&B (R) Critical Supplier Analysis 
Service (TM) . 

SUPPLY CHAIN MANAGEMENT 

SupplyCore . com 

www . supplycore . com 

SupplyCore.com is a purchasing and logistics services company 
specializing in e-procurement solutions for facility maintenance items for 
business and government. Our inter-based solution streamlines business 

processes, increases productivity and brings a 15-20% savings on the total 
cost of procurement-all with no out-of-pocket cost. With SupplyCore.com you 
get one supplier, one invoice, purchasing reports, no IT challenge, a quick 
and easy implementation, complete spot-buy service, and free software 
offering decentralized purchasing with centralized control. Add to that our 
experienced sourcing, purchasing and logistics professionals and 
SupplyCore.com is the complete purchasing solution. 

STAINLESS STEEL FITTINGS & STAINLESS STEEL MACHINING 

QMC Technologies, Inc. 

www . qmctechnologies . com 

E-mail : rapidquote@qmctechnologies . com 
4142 Broadway, Depew, NY 14043 
(Since 1976) 

1-800-569-0810 FAX: (716) 681-0881 

QMC manufactures custom OEM Stainless Steel fittings and components 
to your blueprints. The QMC Team is expert in the machining of stainless 



steel and should be your choice for stainless fittings and parts! We are 
the experts! Contact us with your specs and we will get right to work in 
helping solve your stainless steel fitting and component design issues. QMC 
can also supply machined castings. Visit our site or call now! Our "Lowest 
Risk Supplier" philosophy means we will deliver your "Lowest Actual Cost" 

STAINLESS STEEL THREADED FITTINGS 

buyf ittingsonline . com 

www . buyf ittingsonline . com 

E-mail : rapidquote@buyf ittingsonline . com 
1-800-569-0810 FAX: (716) 681-0881 

Visit our fully enabled E-commerce site for the easiest way to buy 
premium quality Stainless NPT fittings. Over 480 items! These are premium 
quality fittings ! Consistent dimensions and high thread quality will lower 
your life-cycle costs. Sizes for l/8"-6" NPT Stainless Steel Investment 
Castings, ANSI 16.5 Class 150, STM A351 CF8M (DIN 1.4401) (AIS316); ASTM 
A351 CF8 (DIN 1.4301) AISI304 buyfittingsonline.com is your on-line source 
for 150PSI Stainless threaded fittings. Our Mission is to provide you with 
a convenient low cost way to purchase quality stainless steel threaded 



fittings. Can't find a special? Call us! Our state of the art facility 
specializes in stainless steel parts manufacturing. 
STEEL 

Central Steel & Wire Company 
www . central steel . com 

E-Mail : Central st eel @worldnet . att . net 

Steel, Brass & Copper, Aluminum, Stainless Carbon & Alloy 
Bars, Plates, Sheets Structurals & Tubing. 
TRANSPORTATION 
Consolidated Freightways 
www . cf . com 
Emery Worldwide 
www . emeryworld . com 
Roadway Express, Inc. 
www . roadway . com 

Easy, round-the-clock access to real-time tracking, instant freight 
rates, images of proof of delivery documents, claims status, and other 
valuable shipment information, as well as online shipment pickup requests 
at www.roadway.com. In addition, sign up for my.roadway.com, a secure web 
site which supplies all of your company's shipping-related information. 

WORKFORCE MANAGEMENT 

IQNavigator 

www . iqnavigator . com 

Headquartered in Denver, IQNavigator provides companies with 
enterprise-strength, Web-based applications and services that enable 
companies to better plan, source, evaluate, recruit, hire, manage, measure 
and retain contractors and full-time employees. IQNavigator creates 
collaborative marketplaces between enterprise customers and their sources 
for candidates. Included in this exchange is IQNavigator ' s independent 
global supplier network, representing more than 4.5 million potential 
candidates. The IQNavigator approach streamlines the human resource supply 



chain and increases organizational communication, helping companies win the 
war for talent. 

IQNavigator ' s e-workforce management solutions are built around a 
patent-pending matching engine and enterprise-strength architecture, 
delivered in a Web-hosted environment. For more company information, visit 
www.iqnavigator.com or call (303) 563-1500. S 

REQUEST4QU0TES 

Request4Quote . com 

www . request4quote . com 

Bookmark this FREE web site! Buyers will save time and money over 
traditional quoting methods. Reduce paperwork and get the best prices on 
all your requests4quote . This supply chain management tool is FREE to all 
buyers . 
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...auction page enables you to name your own low price for metalworking 

equipment. Use our bulletin board as your sounding board for 

solving tool problems, email: help@lsourcetools.com for special quoting... 

com 

Services of the web site 

* Instantly locate allocated, obsolete and "hard-to-find" parts 

* Post Requirements, get fast responses 
Benefits for all buyers 

* Easy to use * Find parts fast * Find new... Fax: 973-808-4488 
SPECIALTY METALS 

Almetals Company 
www . almetals . com 

We are an international supplier of specialty processed 
metals that serve industries such as automotive, consumer goods, 
roll-formers, and stampers. An ISO9002/QS9000 registered 
company, we supply the following in sheet, strip and coil: * 
Aluminum * Clad Metals * Coated Metals * Plated. . . 
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THE SOFTWARE ENGINEERING INSTITUTE (SEI) is a federally funded research and 
development center sponsored by the Department of Defense under contract to 
Carnegie Mellon University (CMU) . The institute employs technical staff of 
approximately 200 members. Communication at the institute is based on local 
area networks, electronic mail, and electronic bulletin boards. Each 
employee has access to a terminal or workstation which is connected to the 
local network. As part of Carnegie Mellon University, the SEI is also 
connected to the university computer network through the Internet. 



To support the information needs of the technical staff, the SEI Library 
was established. At the initial planning stage a decision was made by 
management to create a fully automated library. This decision is in line 
with the research of the institute whose goal is to promote a software 
engineering discipline. Campus library facilities in place were already 
highly automated; therefore, the SEI Library decided to utilize this 
technology to its advantage. Thus, a special relationship between the SEI 
Library and the CMU Libraries began in 1986 and continues today. 

CMU library services available to the SEI include acquisitions, 
cataloging, and document delivery. Through cataloging, the SEI library 
materials are included on the Library Information System (LIS), an online 
retrieval system developed locally for the CMU Libraries. Access to the 
university's library system is available to all SEI employees from their 
desktop. Employees are encouraged to utilize the online system for 
information retrieval. Library orientation is in place to accommodate new 
employees, visiting scientists, and resident affiliates to become 



knowledgeable about the features of LIS. 

The focus of this paper is to profile the features of the LIS and how 
it is utilized by the SEI community. Electronic mail applications, online 
request forms, file applications, and current awareness capabilities for 
the SEI community will be highlighted. A brief history of the LIS and the 
newly developed system LIS II, (the Mercury Project electronic library 
prototype under development at CMU) will be discussed. 

CMU Automation Background 

The Library Information System (LIS) is a locally developed and 
maintained information retrieval system. This system supports the teaching 
curriculum and research projects of the community and is accessible from 
offices, dormitories, libraries, and off-campus sites providing standard 
library catalog information, commercial databases, and campus information. 

Development began in 1985 based upon available hardware and software 
on campus. Criteria essential to the building of the retrieval system 
included the design of a single search interface for different types of 
information (each database having the same search protocol) and several 
optional terminal interfaces to enable the widest campus distribution 
possible. The Carnegie Mellon community uses an array of computer 
terminals, workstations, and departmental computing systems. This variation 
in equipment posed a considerable technical challenge to introducing 
campus-wide compatibility. The first version was released to the campus in 
the Spring of 1986. 

LIS was a centralized system housed on an IBM 3083 mainframe running 
IBM STAIRS retrieval software. At the time of its replacement by LIS II, 
the system contained 15 databases including an online full-text 
encyclopedia and dictionary, local library holdings (CMU libraries, SEI, 
and the Hunt Institute for Botanical Documentation), and a variety of 
vendor databases loaded from magnetic tape such as INSPEC and the 
Information Access Corporation products. Local campus information 
was also made available in Who's Who at CMU, an online version of the CMU 

faculty, staff, and student directories. Full Boolean searching capability 
was supported with the default operator set at "and". Some system features 
included set limits and sorting, mailing of single records, and help 
screens at all levels. To access LIS from a non-library site a user i.d. 
and password were required. Authentication was set up to protect database 
licensing agreements. Online registration and notification of user 
passwords were tied to the campus electronic mail networks. 

LIS II, the second generation, was released in test version in the CMU 
Libraries for the campus in the Fall of 1991 and is the first release of 
the information system developed by the Mercury Project. (The Mercury 
Project is the electronic library prototype of the future currently being 
developed at Carnegie Mellon. The project team consists of members from 
various units across the campus and is funded by internal and external 
sources.) It is a distributed system running on multiple servers currently 
using Newton, a software product from OCLC, as its retrieval system. Two 
user interfaces have been designed with the first release, a graphic user 
interface on a terminal emulation based on Curses. The type of computer in 
use dictates which interface a user may access. The Motif user interface 
can be accessed by workstations running the X Window System. The VTI00 user 



interface is accessible from a variety of machines including Macintosh and 
IBM computers. Both user interfaces have been designed for ease of 
retrieval and accommodate features such as copying and pasting text, 
marking records, saving records to a file, mailing records, and limiting 
and sorting records. Authentication is necessary to log in and use all of 
the available commercial databases on the system. The system is distributed 
over Andrew, the campus network. 

The project design followed the 239.50 standard as well as the Motif 
interface style guide. The distributed system is very different from the 
LIS mainframe design and provides cost effectiveness, reliability, and the 
feasibility to add databases as needs grow. 

Existing workstation technology at the SEI will enable technical staff 
to access the Motif user interface, so for purposes of this paper, the 
following discussion will illustrate this interface. See figure 1 for a 
sample Motif search window. 

The Motif interface involves the user in a series of button, menu, and 
window features selected by the mouse. The left mouse button is used for 
most command selections. The system features three windows, the Search 
Window, Records Window, and Browse Window. Full Boolean searching 
capability is supported with the default operator set at "adj." The 
truncation symbol is -?-. 

To begin a search session, first select a database option from the 
SELECT menu displayed at the top of the Search Window. LIS II defaults to 
the CMU Library Catalog if no database is selected. In figure 1 the search 
string "software engineering" has been entered, the search button 
activated, resulting in a set of 642 records. To view those records the 
display button must be clicked, or the mouse button double clicked, when 
the result set is highlighted. The Records Window will display the first 
100 records retrieved. You may move up and down the list and click on 
records of interest. At the bottom of the Records Window buttons are 
available for selections. At the top of the Records Window menu options are 
also available for selection. These menu options include the printing, 
saving, mailing, and marking of records. 

A unique component of LIS II is the Browse Window. This is used to 
select keywords that appear in the databases to facilitate the search 
strategy. Each database is made up of multiple indexes created by the 
extraction and ordering of keywords from the source records. These indexes 
can be browsed in this window by using words, word stems, or phrases. A 
term may be browsed in all indexes or in specifically selected indexes, 
(i.e., author field index, title field index, notes field index, etc.). 
This window is selected by using a button option in Search Window. 

Searches may be refined by selecting the various choices under the 
Limit and Options menus in the Search Window. Help is available under all 
window selections. On the Options menu, a Commen/Bug Report function is 
available. This function facilitates the opportunity for user feedback. 

The evolving environment of LIS II is an educational as well as a 
research adventure. Future LIS II objectives include offering full-text 
document images, enhanced cataloging of monographs, and adding 
locally-produced databases. Providing workstation users with the ability to 
customize the interface to their own needs is also envisioned. The Mercury 
Project long-term goals embody expanding the breadth and depth of 
information conveyed by LIS II; studying user behavior patterns affected by 



LIS II; and addressing concerns within the electronic publishing industry. 
SEI Library 
Electronic Mail 

The SEI librarians and all SEI personnel connect to LIS using a simple 
command "library." The CMU Library catalog and the INSPEC FILE are the 
heaviest used databases. Databases such as the Periodicals Index, the 
Computer Database, and the Academic American Encyclopedia are also very 
popular . 

A few years ago, library automation staff enhanced the online 
retrieval system by adding a "mail" feature which is available on all 
databases. Any patron searching the system can mail a record to himself via 
electronic mail. A simple command "mail" sends the record to the patron's 
account. The system even puts in the default address after the first 
initial search making it unnecessary for the patron to retype his 
electronic mail address. Within minutes, the mailed record is available at 
the patron's desktop. The same record (message) can be forwarded to the SEI 
Library for a book or article request. If the request is from the 
university's library collection the record is used again through electronic 
mail for a book loan or for a copy of an article. The SEI librarians 
communicate with their campus colleagues mostly via electronic mail. To 
assure fast delivery of the requested material, a daily courier service 
between the SEI Library and the university libraries was established. 
Another very useful application is the posting of an online catalog record 
on the electronic 



bulletin board if a book is missing from 

the library shelves. Bulletin boards are read frequently, and many books 
have been returned within minutes after the post. 
Online Request Form — Librequest 

Since most of the SEI Library's communication is through electronic 
mall, the SEI librarians developed the online request form or "librequest." 
Librequest is the electronic version of the library literature request form 
which the library has used successfully for years. It is an all purpose 
form that can be used to order a book, to generate an online search, or to 
request an article. In order to use librequest, the SEI employee has to 
copy the online template into his account. Once established, the template 
can be used over and over again. Librequest is mailed to all SEI librarians 
simultaneously for processing via electronic mail. Most library users are 
very creative and insert the online card catalog record into the form or 
any other online records they have available, such as records from Dialog 
searches the library performed for them. A software engineers they enjoy 
manipulating online files, thus the library receives about 75% of its 
requests electronically. See figure 3 for a sample of an online request. 

Current Awareness 

The SEI Library is working very closely with the university librarians 
and has taken a great interest in the development of LIS. As part of the 
support and interest, the SEI Library is helping to finance the purchase of 
the IEE (Institute for Electrical Engineers, London, England) INSPEC file. 
The university library bought the rights to mount several years of online 
files from the IEE. 



The INSPEC file, which covers computer science, electrical 
engineering, and physics, is by far the most heavily searched file at SEI . 
Unlimited access to LIS has helped to cut down the monthly Dialog bill. 
Many of the requested online searches are for recent publications usually 
covering a two-year span. If a wider search is needed by a patron, the SEI 
librarians utilize file 2, the INSPEC file of Dialog. 

At the beginning of this year, the SEI library introduced a new 
library service utilizing the INSPEC file of LIS. The library sent an 
online memo to the institute's 12 project leaders offering to search CMU ' s 
INSPEC file for the latest information on a quarterly basis. The service is 
a pilot project which will become part of the library's regular services if 
there is enough interest. Project leaders are asked to send in a few key 
words germane to their area of research. The purpose is to keep researchers 
informed of the latest developments in their area of expertise. SEI 
librarians are using the mail feature of LIS to mail records to their 
accounts. The records are transferred to an online file, edited, and mailed 
to patrons electronically. The response from patrons using this new library 
service has been overwhelmingly positive, and the SEI Library decided to 
continue this new service. 

Online File Application 

Any SEI Library patron who is starting a new project will be in need 
of a large number of journal articles and books. Utilizing the described 
electronic mail feature, library system users at the SEI have yet another 
option to transfer records from LIS to their desk tops. This feature is the 
online file application. 

After mailing all necessary individual records to the SEI account, 
library users can crate an online file. Once the file is named patrons can 
insert an unlimited amount of records into the file. The file can be edited 
to achieve a more professional look. Records can be prioritized and records 

from other sources can be added. Some library patrons create their own 
online bibliographies using this technology. Others use the file 
application to capture all records and mail them to the SEI Library through 
electronic mail. Some users favor the online request form. Either way, 
patrons enjoy dealing with the library electronically and enjoy 
manipulating data and records to their best advantage. 

The SEI community is eagerly awaiting the full implementation of LIS 
II. One of the enhanced features of this new system is the technology which 
enables the library patron to select an unlimited number of library catalog 
records from any given menu and to mail this entire file to an SEI account 
in one single application. Mailing of individual records is no longer 
necessary . 

Conclusion 

In the future, the special relationship between the SEI Library and 
the CMU libraries will continue to grow. Interest in continuing and 
building ties is prevalent and important to our user community. We look 
with excitement and promise to future developments and liaisons. 
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April 19, 1994 — Hewlett-Packard Company today announced enhancements to its 
leading, enterprisewide electronic messaging solution, which is based on HP 
OpenMail, HP X.400 and HP X.500. A new version of OpenMail, B.02, includes 
the following features: 

complies with X.400 1988 standards; 

integrates with X.500 directories; 

offers high-end scalability and performance; 
supports Lotus (R) Notes users; 

supports Japanese language users; 

supports P7 client users; and 

supports mobile clients. 

HP also announced additions to its suite of messaging consulting and 
implementation services. The announcements were made here at the 
Electronic Messaging Association (EMA) Annual Conference. 

With these announcements, HP strengthens its leadership position as a 
provider of a true client/server, standards-based, enterprise-scalable and 
flexible messaging solution. 

"HP's basic business purpose is to improve the efficiency and 
effectiveness of people and organizations, and electronic messaging is a 
key function of this goal," said Willem P. Roelandts, HP vice president 



and general manager of the Computer Systems Organization. "HP is pleased to 
assist global corporations with the design and implementation of 
client/server messaging architectures as corporate information utilities." 

"OpenMail is the ideal solution for large organizations in which 
electronic messaging is a business-critical corporate asset, " said Glenn 
R. Osaka, general manager of HP's Cooperative Computing Systems Division. 
"OpenMail provides information technology (IT) professionals with the 
reliability, scalability, performance and management capabilities they 
require to implement and operate a business-critical infrastructure. At 
the same time, it provides users with the flexibility and choice they 
demand without asking them to compromise." 

"OpenMail usage is growing at seven times the rate of electronic 
messaging," said Osaka. That indicates to us, that the need for 
mission-critical messaging exists and that OpenMail is proving to be the 
preferred solution." 

UNRIVALED SCALABILITY AND AVAILABILITY 

OpenMail B.02 supports up to 25 percent more concurrent users per 
server than the previous version. This increase is due to a number of 
performance optimizations, including algorithm changes, code-path 
reductions and memory allocations. 

OpenMail availability has been increased to 24/7 for mirrored disk 
systems, while downtime has been reduced to scheduled backup time for 
nonmirrored disk systems. All OpenMail housekeeping and maintenance 
utilities can be executed while the system is operating. 

COMPLETE INTERNATIONAL STANDARDS COMPLIANCE 

HP continues its commitment to international standards with OpenMail 
B.02, which now includes support for X.500, P7 clients, U.S. Government 
Open Systems Interconnection Profile (GOSIP) service elements and 
Multipurpose Interment Mail Extension (MIME) . 

OpenMail B.02 integrates with X.500 directories via the standard XDS 
interface. OpenMail directories can be loaded from X.500 using new 
OpenMail commands. OpenMail Clients of Choice can continue to use their 
existing directory interfaces to OpenMail directories, with the benefit of 
fast, efficient look-ups and no end-user retraining. 

OpenMail B.02 also supports connections of user agents via the P7 
protocol and that, as a message store, OpenMail conforms to all mandatory 
GOSIP specifications. Testing has been performed with the MAXWare 
MailmaX.400 and DCL clients. These P7 user agents, then, become additional 
client of choice options for OpenMail users. 

Additionally, HP announced plans for OpenMail 's native SMTP gateway to 
include support for MIME, a standard mechanism for transmitting binary 
attachments over SMTP(l). OpenMail, in many companies' installations 
today, serves as a bridge between X.400 and the Internet. The addition of 



MIME support will enable transparent and reliable distribution of all types 
of data, including binary files, between the two networks. 

NEW MANAGEMENT FEATURES 

HP also announced that OpenMail administration now includes the 
following key new features and benefits: 

In-tray and wastebasket — items that are older than an 
administrator- configured date now can be deleted 
automatically. This capability provides administrators 
with improved management of system resources. 
Password Aging — OpenMail users now can use the same 
password for both UNIX(R) system-based mail and 
OpenMail. A message can be set up to warn a user 
automatically that a log in password has aged and must 
be changed. This capability helps administrators 
ensure password security. 

Idle client time-out — OpenMail administrators can 
now configure an idle time after which clients are 
logged off. This capability is especially beneficial 
for those customers who bill their users based on 
connect time. 

Bulletin board access control — user access to 
bulletin boards now can be configured for read, write 
and/or delete capability on a per user, per server or 
per network basis, which provides users and 
administrators with additionalsecurity-management 
capability. 

Networked bulletin boards — bulletin boards on 
multiple OpenMail servers now can be linked and 
updated through a synchronization and replication 
mechanism. Bulletin boards become enterprisewide and 
enable corporate information sharing. 
Public-distribution-list synchronization — public 
distribution lists now can be stored in the OpenMail 

directory, and updated during directory 
synchronization. This takes the burden of managing 
updates to public distribution lists off the user. 

EXPANDED FLEXIBILITY 
NEW CLIENTS OF CHOICE FOR THE CORPORATE INFORMATION UTILITY 

As the work place becomes increasingly information intensive, 
organizational success depends more and more on giving individuals 
the information they need at the right time and in the right form. 
HP's electronic messaging solution provides users with a "corporate 
information utility" that enables them to distribute any type of 
information, anywhere. 

HP's corporate information utility is the integration point for 



all types of applications, including groupware . The utility allows 
users to select the desktop platform, e-mail interface and 
mail-enabled groupware application of their choice: Clients of 
Choice. It provides users with transparent and consistent access to 
directory, routing and transport services. 

For IT, the utility provides a corporate directory, security 
system, a scalable platform to support thousands of users and ease of 
management from a single location. 

One of the keys to the corporate information utility is HP's 
full-featured user agent layer API and its support for major industry 
APIs, such as vendor independent messaging (VIM) , messaging 



application programming interface (MAPI ) , common message calls (CMC) 
and PI. HP provides flexibility in separating the client interface 
from the messaging server through its support of these APIs. The 
client capabilities announced today extend HP's existing support for 
its own graphical user interfaces (GUI) for nearly every desktop 
platform: Lotus cc:Mail for Windows (tm) and OS/2; Microsoft (R) Mail 
for Windows; Applix Aster *x and Clarity Rapport for UNIX system-based 
workstations; calendars and schedulers such as Microsoft Schedule+ 
and Dexotek Unison; and forms, such as Jetforms. 

NEW MOBILE CLIENT SUPPORT 

HP recognizes that mobile users of the corporate information 

utility need access to messaging services regardless of location. 

This means that whether users are telecommuting from home, a remote 

office or a hotel room, they need to be able to send and receive any 

type of object or document. 

OpenMail B.02 now supports mobile users in three ways: 

It supports a serial connection for remote dial-up 
access for users of the OpenMail GUI on Windows and 
Macintosh devices. The user remains connected to the 
OpenMail server throughout the session and can read, 
compose and send messages continuously. 
- It supports remote users of Microsoft Mail 3.2. A user 
downloads mail, via a modem, from the OpenMail message 
store to the local Microsoft Mail message store, 
disconnects, and continues off-line composition and 
reading of messages. Sending messages is done by 
reconnecting. The user can download "in-tray" items 
and selectively download the OpenMail directory to 
assist in preparing new messages. With HP's solution, 
the user only needs the standard Microsoft Mail client 
product, not the special Microsoft Mail Remote client 
product . 

OpenMail B.02 now supports Lotus cc:Mail Mobile for 
Windows and for the HP 100LX palmtop PC via modems, 
serial connections, serial connections through terminal 
servers, TCP/IP LAN (2) connections and wireless modems. 
HP's support for Lotus cc:Mail Mobile will allow users 



to use the local message store of the mobile client and 
to connect to an OpenMail server for periodic sending 
and receiving of messages. 



Microsoft Mail and the Lotus cc:Mail Mobile clients are suitable 
solutions for users in branch offices. The remote access to an 
OpenMail server eliminates the need for a local server and its 
administration . 

NEW LOTUS NOTES CLIENT 

HP's implementation of the VIM specification now will enable 
Lotus Notes users to use Lotus cc:Mail 2.0 as their client interface 
and HP OpenMail as the engine for mailing Lotus Notes documents. It 
will allow Lotus Notes users to use the HP OpenMail directory and 
transport services from within Lotus Notes. A cc:Mail 

post office 
is 

not required. This implementation provides consistent messaging 
services for groupware and electronic-mail users throughout the 
enterprise and reduces operating costs by eliminating the need to 
manage two directories and messaging services. 

NEW MULTIBYTE CLIENT 

OpenMail is designed for the global enterprise, and the OpenMail 
GUI is available in 11 languages. OpenMail GUI for Windows will be 
available in Japanese. This localization was made possible through 
OpenMail ' s new support for multibyte character sets. Localization of 
other languages that require multibyte characters are planned for the 
future. In anticipation of growth in the Asia-Pacific market, HP is 
working with a number of partners and resellers in Asia-Pacific 
countries. Also, HP plans to support cc:Mail in Japanese. 

NEW OPENMAIL SOLUTION CATALOG 

Industry partner products complement and extend the flexibility 
of the HP electronic messaging solution. A catalog, literature 
5692-9414E, of the third party products and services that integrate 
with OpenMail, was distributed at the EMA Conference. It is 
available, free of charge from HP's Customer Information Center at 
1-800-637-7740 . 

NEW INTEGRATION SERVICES 

HP adds value to HP OpenMail, its electronic messaging solution 
with a suite of professional services that ensure a rapid, successful 
transition to an open, distributed client/server messaging backbone 
and corporate information utility. HP's Professional Services 
Organization (PSO) uses proven methodologies and sophisticated 
tools 



to deliver design and implementation services that enable companies 

to do the following: 

develop a complete management environment, including 
the ability to define operator roles and 
responsibilities, monitor and manage all aspects of 
OpenMail and X.400 and generate usage statistics and 
reports ; 

implement mail-enabled applications such as forms and 
workflow; and 

control messaging costs through various means, such as 
performance and storage optimization. 

These services complement the professional services HP already 
provides to large corporations: 

interconnect existing legacy and PC LAN mail systems; 
migrate e-mail, calendars, documents and directories 
from legacy office systems and PC LAN environments; 
establish global directory services, and develop naming 
conventions and routing; 

analyze requirements for infrastructure design, system 
sizing and configuration; and 

deliver executive, technical and user training. 
CHOICE WITHOUT COMPROMISE 

HP OpenMail is a flexible and manageable client/server, 
standards-based solution that allows companies to simplify their 
messaging architecture, to regain management control and to reduce 
operating costs. OpenMail 's support for direct connection of leading 
e-mail clients and groupware applications simplifies the messaging 
environment by reducing or eliminating the need for gateways and 
offering enterprise directory, simple addressing and security 
advantages. Integration of OpenMail and HP X.400 with HP OpenView 
OperationsCenter allows messaging servers to be managed from a 
central graphical workstation and gives IT staff simplified control 
over a distributed messaging backbone. 

HP messaging services are installed at thousands of customer 
sites with more than 1 million mailboxes worldwide. HP is committed 
to providing scalable, open, manageable messaging solutions that 
offer choice without compromise. 

Hewlett-Packard Company is an international manufacturer of 
measurement and computation products and systems recognized for 
excellence in quality and support. The company's products and 
services are used in industry, business, engineering, science, 
medicine and education in approximately 110 countries. HP has 96,600 
employees and had revenue of $20.3 billion in its 1993 fiscal year. 

Note to Editors: 

Lotus is a U.S. registered trademark of Lotus Development Corp. 
Microsoft is a U.S. registered trademark and Microsoft Corp. 

Windows is a trademark of Microsoft Corporation. 
UNIX is a registered trademark of UNIX System Laboratories Inc. 
in the U.S.A. and other countries. 



Notes : 

(1) SMTP stands for Simple Mail Transfer Protocol. 

(2) TCP/IP stands for Transmission Control Protocol/ Internet Protocol. 
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...capability is especially beneficial 

for those customers who bill their users based on 
connect time. 

Bulletin board access control — user access to 
bulletin boards now can be configured for read, write 
and. . . 

. . . linked and 

updated through a synchronization and replication 
mechanism. Bulletin boards become enterprisewide and 
enable corporate information sharing. 
Public-distribution-list synchronization — public 
distribution lists now can be stored in the... 

...to public distribution lists off the user. 

EXPANDED FLEXIBILITY 
NEW CLIENTS OF CHOICE FOR THE CORPORATE INFORMATION UTILITY 

As the work place becomes increasingly information intensive, 
organizational success depends more and. . . 

...time and in the right form. 

HP's electronic messaging solution provides users with a "corporate 
information utility" that enables them to distribute any type of 
information, anywhere. 

HP's corporate information utility is the integration point for 



all types of applications, including groupware . The utility. 



...and consistent access to 

directory, routing and transport services. 

For IT, the utility provides a corporate directory, security 
system, a scalable platform to support thousands of users and ease of 
management from a single location. 

One of the keys to the corporate information utility is HP's 
full-featured user agent layer API and its support for major industry 
APIs, such as vendor independent messaging (VIM) , messaging 
application programming interface (MAPI ) , common message calls (CMC) 
and PI. HP ...forms, such as Jetforms. 

NEW MOBILE CLIENT SUPPORT 

HP recognizes that mobile users of the corporate information 
utility need access to messaging services regardless of location. 
This means that whether users... 

. . .use the HP OpenMail directory and 

transport services from within Lotus Notes. A cc:Mail post office 
is 

not required. This implementation provides consistent messaging 
services for groupware and electronic-mail users throughout the 
enterprise . . . 

...that ensure a rapid, successful 

transition to an open, distributed client/server messaging backbone 
and corporate information utility. HP's Professional Services 
Organization (PSO) uses proven methodologies and sophisticated 
tools 

to deliver design and implementation services that enable... 

. . .performance and storage optimization. 

These services complement the professional services HP already 
provides to large corporations: 

interconnect existing legacy and PC LAN mail systems; 
migrate e-mail, calendars, documents and directories... 

. . . committed 

to providing scalable, open, manageable messaging solutions that 
offer choice without compromise. 

Hewlett-Packard Company is an international manufacturer of 
measurement and computation products and systems recognized for 
excellence in quality and support. The company's products and 
services are used in industry, business, engineering, science, 
medicine and education in approximately 110 countries. HP has 96,600 
employees and. . . 

...3 billion in its 1993 fiscal year. 
Note to Editors: 
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— Newest versions of Domino Intranet Starter Pack, Domino . Merchant 
Server Pack and Instant ! TEAMROOM available within 30 days 

Lotus today announced that it will begin shipping Domino Intranet 
Starter Pack 2.0 and Domino . Merchant 2.0 Server Pack within two weeks. 
These solutions allow small and medium-sized businesses (SMB) to quickly 
and cost-effectively implement intranet and e-business solutions that 
leverage Domino, the industry's leading messaging and groupware solution. 
Domino Intranet Starter Pack 2.0, a powerful yet easy-to-use intranet 
solution that delivers world class messaging, enables growing businesses to 
quickly realize the productivity benefits of standards-based Internet mail, 
group calendaring, faxing, information sharing and network collaboration. 

Domino . Merchant 2.0 Server Pack is a complete, customizable software 
solution that helps smaller, growing businesses take maximum advantage of 
leading edge Internet commerce technologies. This award-winning product 
provides everything required to deploy an Internet commerce-enabled Web 
site quickly and easily, with minimal Internet programming experience. 
Lotus also announced today that an updated version of Instant ! TEAMROOM, 
Lotus' first Instant ! -branded, user-initiated groupware application, will 



be available to Lotus 'Net Service Providers (NSPs) in April. These three 
offerings comprise the cornerstone of Lotus' overall SMB initiative, 
designed to provide small and medium-sized businesses with easy-to-use, 
collaborative solutions that leverage the powerful, inherent capabilities 
in Domino, such as workflow, security and replication, to effectively 
communicate among employees, partners, vendors and customers. 

"Growing businesses need solutions that allow them to quickly gain a 
competitive advantage in today's fast-paced economy," said Eileen Rudden, 
senior vice president of Lotus' Communications Products Division. "These 
productivity-enhancing solutions allow organizations to leverage the 
Internet to communicate and collaborate with their constituencies and 
automate their existing operations." 

Domino Intranet Starter Pack 2.0 Provides Users Most Robust Messaging 
and Mobile Capabilities 

Domino Intranet Starter Pack 2.0 is a packaged intranet solution that 
includes the Lotus Domino server, a choice of five Lotus Notes 4.6 clients 
or Microsoft Internet Explorer 4.0/Netscape Navigator 4.0 Web browsers, 
Internet mail and calendaring, and 12 ready-to-work business applications. 
Once deployed, users benefit from communication with Internet mail, phone 
directory, document sharing and online discussions. Customers also can 
automate business processes by using customer, project and account 
management applications, and create an engaging Web site with a few simple 
steps . 

The Notes 4.6 client enables users to benefit from Notes' world class 
messaging and mobility. Utilizing Notes' unparalleled mobile support, 
disconnected users receive rich functionality, allowing them to access 
their e-mail, calendaring and scheduling, and other intranet applications 
as they work remotely. Domino Intranet Starter Pack 2.0' s advanced 
calendaring and scheduling capabilities enable Internet mail and 
calendaring users to take advantage of free-time search and directory 
lookup capabilities. In addition, users can send faxes right from their 
desktop and because the fax server integrates with their messaging system, 
users can send messages to a wide audience and specify whether a recipient 
should receive the message via fax or e-mail. 

Domino . Merchant 2.0 Server Pack Enables End-to-End Commerce Solution 
to Encompass The Entire Selling Cycle 

Domino . Merchant 2.0 Server Pack provides electronic commerce 
application templates, including an online storefront, multiple product 
catalogs and real-time, workf low-augmented order processing capabilities to 
enable growing businesses to have electronic commerce capabilities that 
mirror their existing business processes. The commerce applications help 
merchants establish long-term relationships with Web users through new and 
updated commerce capabilities that: 

— Offer one-to-one marketing capabilities, including discounts and 
promotions designed for specific people, groups and organizations; 

— Provide real-time order processing capabilities through connections 
to CyberCash payment software, Taxware International's taxation software, 
and integration withUnited Parcel Service's (UPS) track and trace systems; 

— Securely sell and deliver digital goods online; and 

— Integrate with existing EDI-based systems with an included 
demonstration version of Market Data System's (http://www.mdsgroup.com) 
ecCENTRIC EDI product, supporting outbound X.12 and EDIFACT EDI 



capabilities . 

Also included with Domino . Merchant 2.0 Server Pack is SiteCreator 2.0, 
an easy-to-use Web site creation wizard that walks business 
professionals through the process of describing the way their Web site 
needs to work, and then rapidly assembles complex software components for 
maximum site efficiency. In addition to e-commerce applications, the 
software includes a complete set of non-commerce applications, enabling 
smaller businesses to provide a complete external e-business presence for 
their customers. 

Together these features provide growing organizations everything 
necessary to quickly establish an affordable business-to-business and 
business-to-consumer e-commerce presence. Domino . Merchant 2.0 Server Pack 
helps small organizations compete with larger organizations by extending 
e-commerce beyond the boundaries of transaction processing to include all 
of the pre- and post-sales activities required to get the 
greatest return on an e-commerce investment. This complete e-commerce 
solution, building on the core applications of the Domino Intranet Starter 
Pack, offers users market-leading content management features and tight 
integration with groupware technologies that are critical to the 
development of workflow applications. 

"Lotus has provided small businesses with an e-commerce application 
that is powerful, quick and easy to use," said Clyde Shiigi, vice 
president, Datahouse. "Domino . Merchant has helped our customers make full 
use of the Internet and expand their small businesses to attract a larger 
audience . " 

Teams Collaborate On the Web Instantly Through Rentable Applications 
Instant ! TEAMROOM 1.5, the updated version of Lotus' first 
Instant ! -branded, user-initiated groupware application, is expected to be 
available to Lotus 'Net Service Providers ('NSPs) in April. 

Instant ! TEAMROOM allows workgroups and teams to self -subscribe via ' NSPs to 
quickly and easily establish a private workspace outside of any one 
corporate firewall on the Web for collaborating on projects in an 

accessible, secure and affordable manner. This updated version is based on 
the Domino Instant! Host platform, the hosting platform which enables end- 
user self-subscription to Domino-based collaborative applications, 
including Lotus' Instant ! TEAMROOM, and will offer a new, more graphical 
user interface and selective e-mail notification of new teamroom postings. 

Business Partners and VARs Utilize Lotus' SMB Offerings to Provide 
Customers Competitive Advantage 

Both Domino Intranet Starter Pack 2.0 and Domino . Merchant 2.0 Server 
Pack are fully customizable for Business Partners and value-added resellers 
(VARs) who want to build add-on business applications for a customer's 
intranet or Internet infrastructure, enabling growing businesses to 
increase profitability by utilizing e-business applications. With the 
enhanced customization options in Domino Intranet Starter Pack 2.0 and 
Domino . Merchant 2.0 Server Pack, Business Partners and VARs can easily plug 
in custom or add-on business applications to a customer's intranet, 
enabling them to tailor the solution as the customer's business needs 
expand. By developing user-initiated applications with Instant ! TEAMROOM for 
Domino Instant! Host, Business Partners and VARS are able to reach a 



broader market of customers and teams. 

"Domino Intranet Starter Pack 2.0 allows us to deploy solutions in a 
quick and powerful manner, offering an immediate return on our 
investments, " said Russ Bryant, vice president, Trinity Technologies 
Consulting Inc. "Our SMB customers were looking for an e-mail and 
application network that was easy to install and maintain, and Domino 
Intranet Starter Pack 2.0 provided these benefits, as well as a strategic 
solution to solve business problems." 

Lotus Provides Business Partners and VARs Services and Support 
In addition to providing a complete set of offerings, Lotus is 
continuing its channel initiatives to enable its Business Partners, 'NSPs, 
Internet Service Vendors (ISVs) and VARs to implement and support these 
solutions for their growing business customers. VAR Central, a Web 
site managed by Lotus' Business Partner Enablement group, 

provides Domino Intranet Starter Pack 2.0 and Domino . Merchant 2.0 Server 
Pack product information, and materials for download and self-paced 
training. After passing a brief technical exam, VARs and Business Partners 
can post their company's contact information and URLs on Lotus' product 
page, providing them with an additional vehicle for attracting potential 
customers. Business Partners and VARs can access the site at 
http://www.lotus.com/var. Information on Instant ! TEAMROOM can be accessed 
at http://www.lotus.com/instant. 

In addition, Lotus offers the e-business Development for Growing 
Enterprises (eDGE) fund, a program that supports Business Partners and VARs 
in the development and deployment of Lotus Domino-based e-business 
solutions for small and medium-size businesses. Details on the program can 
be found on the eDGE fund Web page at 
http: //developmentfund.nfibonline. com. 

Pricing and Availability 

Domino Intranet Starter Pack 2.0 will be available on the Windows NT 
platform in both English and International English for an estimated retail 
price (ERP) of $1695.00. Domino . Merchant 2.0 Server Pack, part of the IBM 
Net. Commerce family of e-commerce products, will be available on Windows NT 
for an ERP of $3495.00 for a single processor and $8995.00 for a 
multiprocessor. Upgrade pricing of $2621.00 (ERP) to Domino . Merchant 2.0 
Server Pack is available to licensed users of Domino . Merchant 1.0, Domino 
Intranet Starter Pack 1.0 and Domino Intranet Starter Pack 2.0. 
Instant ! TEAMROOM subscriptions are available through a growing list of 
Lotus Business Partners, ISPs, 'NSPs and Alliance Partners via links from 
the Instant ! TEAMROOM Web site ( http://www.lotus.com/instant). Subscription 
rates are determined by the individual ISPs, 'NSPs and Alliance Partners 
hosting the service. Instant ! TEAMROOM currently supports Netscape Navigator 
3.x and Microsoft Internet Explorer 4.x. 

Lotus Development Corporation, founded in 1982, is a subsidiary of IBM 
Corporation. Lotus offers high quality software products and services that 
reflect the company's unique understanding of the new ways in which 
individuals and businesses must work together to achieve success. Lotus' 
innovative approach is evident in a new class of applications that allow 
users to access and communicate information in ways never before possible, 
both within and beyond organizational boundaries. Lotus now markets its 
products in more than 80 countries worldwide and provides numerous 
professional consulting, support and education services through the Lotus 



Services Group. 

Lotus and Lotus Notes are 
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... Domino . Merchant 2.0 Server Pack is SiteCreator 2.0, an easy-to-use Web 
site creation wizard that walks business professionals 

through the process of describing the way their Web site needs to work, and 

. . . e-commerce beyond the boundaries of transaction processing to include 
all of the pre- and post-sales activities required to get the 
greatest return on an e-commerce investment. This complete e-commerce 
solution ... to implement and support these solutions for their growing 
business customers. VAR Central, a Web site managed by Lotus' 
Business Partner Enablement group, provides Domino Intranet Starter 
Pack 2.0 and Domino . Merchant 2.0... 

...consulting, support and education services through the Lotus Services 
Group. 

Lotus and Lotus Notes are registered trademarks, and Domino, 
Domino Intranet Starter Pack, Domino . Merchant Server Pack, 
SiteCreator and Instant ! TEAMROOM are trademarks of Lotus Development 
Corporation. All other company names and products are 
trademarks or registered trademarks of their respective companies. 
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The steel sector has taken the lead exploiting the Internet for the 
efficiencies it can bring. Interestingly, almost every leading player in 
this sector is using the Net right from the front end/customer interface 
level to the backend and further downstream to the supplier level. 
Each of the companies has also entrenched the Internet in its daily 
working through employee connectivity mechanisms and knowledge management 
initiatives among others. Lets start at the organization level - at 
Jindal Iron & Steel Co (Jisco) the Internet/intranet is being used to 
provide controlled access to all the middle management executives to 
facilitate Internet search for operational problem solving, get updated on 
new developments and develop new suppliers for critical spares. At Tisco, 
the intranet has been used since the end of 1996 and helps employees in 
the access of news, circulars, etc, and is also the main gateway for all 
corporate applications, eg, SAP, legacy systems, directory server, 
emails, pagers and short messaging services (SMS) messages. It is also 
proving to be the most efficient form of communication for the MDs monthly 
address to the workforce using video streaming technology. Moving out of 
the immediate organization, these companies have also extended the 
efficiency of technology to their customer, dealer and supplier 
communities. Says an Essar Spokesperson: "We have realised quite early 
that in a cyclical industry when input costs could make or break a 
company, it is essential to invest in technology that would make 
the vital difference. It helps our customers save costs and hence we are 
able to retain and also increase our customer base". These are early 
days, say company officials, and hence Essar Steel has concentrated 
primarily on the customer side and not so much on the supplier 
side. But the company has plans on the supplier side as well. 
At Jisco, however, efforts are being made to reduce the total procurement 
cycle time by posting the companys supply requirements on 

its website and getting quotations from the suppliers. This idea would be 
further developed, say company officials to enable online 
vendor registration, carry out negotiations and provide 

information about the status of supply to the vendors. Tisco has taken the 
lead on the supplier end and in fact the first of the initiatives 
taken to e-enable any system in the company was for the supply 
chain procurement process. E-Procurement was launched in Mar 2000 on 



www.tatasteel.co.in for the suppliers registered with the purchase 
department. The site is integrated with the backend legacy system, an IBM 
mainframe and now with SAP. The company started an "e-procurement " 
site for registered suppliers. It began with 11 suppliers 

integrated with the backend system and kickstarted the initiative with its 
maintenance repair and operations (MRO) purchase department. The site 
provides a range of outgoing and incoming information related to suppliers 
which includes RFQs (request for quotations), orders, delivery orders, 

change orders, material receipt status and payment details. One new 
feature that was made available was a reminder for the upcoming and the 
delayed delivery schedules against orders not available in the manual 
system. For Tiscos rapid order section (ROS), all the suppliers have been 
made e-partners and all the transaction details are now available on the 
e-procurement site. There are about 500 enquiries per month and 1400 
quotes received by the section, says Ms Rashmi Kumari of Tisco. She adds 
that plans are afoot to obtain online feedback from e-partners at regular 
intervals and get online acceptance of code of conduct and provide 
facilities like receiving SMS messages on mobile phones, have online 
negotiations and create a suggestion management system for the suppliers. 
While efforts on the supplier side are still gathering steam in 
most steel companies, the customer side has seen a more consistent effort 
from the leading players in the sector. Jisco has promoted a steel portal 
"Steelemart" to sell its products electronically directly to customers. 
Through this portal, on-line auctions are also carried for the seconds 
material. Updated information about all the products being offered by the 
company is also available on the companys website and customers can 
send their request for quotations through e-mail. The company also 
plans to provide an Internet-based interface to the customers to 
register their complaints online and also see the status of their 
orders on real time basis, says Jisco director for operations Dr Vinod 
Nowal. Essar Steel has installed SAP R3 and has also given Web-based 
access to its leading customers who are then able to access the CRM 
module. The company has all its leading customers linked to the 
module and they can access all information relevant to them online. At 
Tisco key customers have their own site www.sales.tatasteel.co.in which 
provides their order, credit status & payment details, etc. One area 
where the site has been particularly useful is for customers buying 
obsolete capital and waste material. The site has an e-auctions & 
tenders segment on the site. Customers can give secured quotes for tenders 
and bids for auction of any item in the catalogue in the pre-determined 
time frame. After the due time, a decision is taken electronically and 
the result is sent to the customer getting the order. The whole process is 
online and while the auction was launched this year, the last year saw 75 
per cent of the total tender business by the secondary products 
division conducted online. 

Copyright 2002 The Indian Express Online Media Ltd.. Source: Financial 
Times Information Limited. 
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...from the front end/customer interface level to the backend and further 
downstream to the supplier level. Each of the companies has also 
entrenched the Internet in its daily working through employee connectivity 
mechanisms and knowledge management initiatives among others. Lets start 
at the organization level - at Jindal Iron & Steel Co (Jisco) 
the Internet/intranet is being used to provide... 

...in the access of news, circulars, etc, and is also the main gateway 
for all corporate applications, eg, SAP, legacy systems, directory 
server, emails, pagers and short messaging services (SMS) messages... 

. . . MDs monthly address to the workforce using video streaming technology. 
Moving out of the immediate organization, these companies have also 
extended the efficiency of technology to their customer, dealer and 
supplier communities. Says an Essar Spokesperson: "We have realised 
quite early that in a cyclical industry when input costs could make or 
break a company, it is essential to invest in technology that would 
make the vital difference. It helps... 

...are able to retain and also increase our customer base". These are 
early days, say company officials, and hence Essar Steel has 
concentrated primarily on the customer side and not so much on the 
supplier side. But the company has plans on the 

supplier side as well. At Jisco, however, efforts are being made to 
reduce the total procurement cycle time by posting the companys 
supply requirements on its website and getting quotations from the 
suppliers. This idea would be further developed, say company 
officials to enable online vendor registration, carry out 
negotiations and provide information about the status of supply to the 
vendors. Tisco has taken the lead on the supplier end and in fact 
the first of the initiatives taken to e-enable any system in the 
company was for the supply chain procurement process. E-Procurement 
was launched in Mar 2000 on www.tatasteel.co.in for the suppliers 
registered with the purchase department. The site is integrated 
with the backend legacy system, an IBM mainframe and now with SAP. The 
company started an "e-procurement " site for 

registered suppliers. It began with 11 suppliers integrated with 
the backend system and kickstarted the initiative... 

...online negotiations and create a suggestion management system for the 
suppliers. While efforts on the supplier side are still gathering 
steam in most steel companies, the customer side has seen a... 



...carried for the seconds material. Updated information about all the 
products being offered by the company is also available on the 
companys website and customers can send their request for quotations 
through e-mail. The company also plans to provide an Internet-based 
interface to the customers to register their complaints online and 
also see the status of their orders on real time basis... 

...access to its leading customers who are then able to access the CRM 
module. The company has all its leading customers linked to the 
module and they can access all information... 

. . .was launched this year, the last year saw 75 per cent of the total 
tender business by the secondary products division conducted 
online . 
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ADVANCED Manufacturing Online (AMO) , an electronic market (e-market) 
solution provider for the hi-tech manufacturing industry, has announced the 
availability of ECpart, a dynamic digital marketplace. 

This new service is part of the company's ECnet flagship service 
designed to provide a global delivery of supply chain solution and helps 
manage inventory management, component trading and logistics. 



AMO Ltd's Asia vice president Chris Crawley said the ECpart is a service 
for ECnet users who are engaged in the messaging. 

"ECpart facilitates the dynamic trading of electronic components 
through its market exchange, developed specifically for hi-tech materials. 
It's kind of a one-stop shopping for inventory on a global basis and on the 
Net . " 



The service offers buyers and sellers a 24-hour and seven days a week 
trading platform with secure and anonymous businesses. 

Crawley said the Internet-based trading platform has gone live on the 
Net starting from Feb 22 and provides over US$26 million (RM98.8 million) 
worth of components ready for immediate sales and delivery. 

The system works when a buyer enters the ECpart system which enables 
the user to conduct searches for a component or part using criteria like 
part number, category or manufacturer. 

If the part is not located, then the buyer may post a 
request for quote for any ECpart sellers to examine. 

The platform provides buyers and sellers with complete anonymity and 
the ability to negotiate in real time based on a fixed-price, best-offer 
trading model. 

Once a purchase order (PO) has been entered into the system, 
directions instruct the buyer to post funds into an escrow account to pay 
for the post of parts, transportation and taxes. 

All communications, logistics and fulfilment are electronically 
handled through the ECpart . 

Sellers are also able to load part details and list specific 
quantities for sale through the ECpart. Sellers are able to receive bids, 
and are able to select or negotiate a bid prior to any commitment to a 
buyer PO . 

Sellers are paid after the buyer has received the product and has up 
to 56 hours to approve the product. 

Crawley said both assembler and component manufacturers can sign at 
the company's Web page to register as seller 

and buyer. The service is charged according to the transaction. 

ECnet offers an integrated suite of Internet-based supply chain 
management solutions which is strengthened with several value-added 
services like the ECpart. 

Locally, there are 20 assembler companies and 420 component 
manufacturers that are linked to the ECnet. 

"Our customers locally are mostly electronics and contract 
manufacturers," said AMO Malaysia's deputy general manager Soon Koi Voon. 

Updating on the ECnet growth, Soon said since it went live on Feb 1, 
1998, the service has grew from 1,000 transactions per month to over 
100,000 which are valued at over US$500 million. 

Copyright 2000 The New Straits Times Press (Malaysia) Berhad. Source: World 
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...part number, category or manufacturer. 

If the part is not located, then the buyer may post a 
request for quote for any ECpart sellers to examine. 

The platform provides buyers and sellers with... 



...to approve the product. 

Crawley said both assembler and component manufacturers can sign at 
the company's Web page to register as seller 

and buyer. The service is charged according to the transaction. 
ECnet offers an integrated suite... 
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